FheNATIONAL . 
| UNDERWRITER 


The Case of the 
PULLED PEDESTRIAN 











Solved by Accident insurance 


A pedestrian, while walking beneath an overhead door of a public garage, snagged 
his foot in a rope attached to the door. A garage employee, at this moment, pressed the 
button elevating the door and the pedestrian was elevated with it. (Claim payment— 
over $2,000) 

Daily life is filled with booby traps waiting to cause painful, costly accidents. 
Very often they cannot be avoided; but loss of income and savings can be prevented 
through Accident Insurance. Your clients, whether they are heads of households or key 
men in business, should be provided with this vital protection. 


Your Travelers manager will be happy to give you full details of Travelers modern 
Accident policies . . . plus a supply of sales-producing leaflets and promotional 
materials. 


THE TRAVELERS INSURANCE COMPANY 


Hartford 15, Connecticut 
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Bac TO HIS OLD READING HABITS AGAIN .. . 
looking for a job with a long-range future. And this 
time, he’s checking job stability first, bypassing com- 
panies that seem to be plagued with periodic wage 
cuts and layoffs. 

Good idea. And good reason to look into the 
87-year record of growth and expansion behind The 
Union Central Life Insurance Company. 

Operating in 46 states, the District of Columbia and 
Hawaii, The Union Central enjoys a national reputation 
for sound, progressive business practice. The Company 
has successfully weathered four major wars and seven 
depressions—has never cancelled an underwriter’s con- 
tract because of market failures or shortage of mer- 
chandise to sell. In addition, The Union Central repre- 
sentative is never affected by hectic labor disputes or 
slack seasons. There is always a market for life insur- 


WANTED 
—a future 


ance, regardless of business conditions. And to effec- 
tively serve that market, The Union Central provides 
a complete line of policies to suit every life insurance 
need from birth to age 70. 

Yes, The Union Central offers real stability plus all 
these other major job factors. Choice of your own job 
location. Thorough, effective training. Wide variety of 
research-tested training aids. Unlimited opportunities 
for steady advancement. Sound earnings plus liberal 
retirement and pension plans. And scientific aptitude 
testing to help you determine if the job is best for you. 

From the very beginning, you'll find every indication 
of a long-range future with The Union Central. So 
drop us a line and we'll be glad to arrange an interview 
at one of our local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 2, OHIO 


One of a series of advertisements designed to be of service to men contemplating a life insurance career, appearing in 
magazines and life insurance trade press where men are likely to look for information about companies and job opportunities. 
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NALU Undeterred 
hy U.S. Yen for 
Headquarters Site 


Proceeding with Building 
Plans Regardless of Notice 
of Land’s ‘Taken’ Status 


The National Assn. of Life Under- 
writers is proceeding with its plans for 
constructing its headquarters building 
at 22nd and C streets, N. W., Washing- 
ton, D. C., despite a notice from a fed- 
eral government agency that the land 
is in the so-called “taken” category 
and that the government will seek an 
appropriation from Congress for the 
purchase of the property. 

There was earlier objection from one 
member of the District of Columbia 
zoning board on the ground that the 
property might be needed for public 
purposes but the formal notice refer- 
ring to the seeking of an appropriation 
for buying it did not come until after 
news stories had appeared in the 
Washington papers about the recent 
midyear meeting of NALU at which 
the trustees authorized the construc- 
tion of the building. 

The government’s strategy appears 
to be to head off construction of a 
building with a view to getting the 
property at a lower price than if it 
waited until the structure had been 
completed. 

The government’s show of interest 
in the site owned by NALU is regarded 
as inconsistent with its previous at- 
titude. In the last 20 years or so the 
property has been offered to the gov- 
ernment several times but the author- 
ities were not interested in buying. 

If it turns out the government is 
determined to buy the property and 
can get the needed money from Con- 
gress, NALU would have no effective 
recourse, any more than any other 
property owner anywhere in the 
United States would have against the 
government’s right of eminent do- 
main. 

Apparently there would be no 
danger of NALU’s losing money on 
the enforced purchase, since the gov- 
ernment’s procedure is to employ dis- 
interested appraisers and accept their 
valuation of the property. NALU paid 
Acacia Mutual Life $108,000 for the 
site and Acacia had long been holding 
the land at $138,000. It could well be 
argued that the land is worth even 
more than that, based on what nearby 
properties have recently sold for. 


WHAT U. S. WANTS 


WASHINGTON—In response to in- 
quiries from THE NATIONAL UNDER- 
WRITER, the national capital planning 
commission said it wants the land, the 
taking of which would have to be ap- 
Proved by the District of Columbia 
fine arts commission. The public build- 
ings service and the general services 
administration favor the project, which 


was recommended to the budget bureau 
(CONTINUED ON PAGE 19) 








Variable Annuity Bill Dies in N. Y.; 
Agents Assn. Opposes N.J. Measures 


NEW YORK—The New York bill 
authorizing formation of the Variable 
Life Income Corp. of America died 
with the adjournment of the legis- 
lature and the variable annuity bills 
sought by Prudential in New Jersey 
are being opposed, to permit more 
time for study, by the New Jersey 
Assn. of Life Underwriters. 

According to George E. Johnson, 
vice-president and general counsel of 
Teachers Insurance & Annuity, who 
is one of the chief backers of the 
Variable Life Income project, the 
New York measure lost out because of 
the opposition of Metropolitan Life, 
National Assn. of Investment Com- 
panies, Investment Bankers Assn., and 
National Assn. of Securities Dealers. 

Neither Life Insurance Assn. of 
America nor American Life Conven- 
tion took a position on the bill. They 
have a joint subcommittee working 
on a model bill but it will not be 
ready for action before the 1956 leg- 
islative sessions. 

President Frederic W. Ecker is re- 
ported to feel strongly that there is 
no place for the variable annuity in 
the life insurance business. 

The New York bill failed despite 
the acquiescence of Mr. Johnson and 
his associates to modify their bill in 
all the changes suggested by New 
York State Assn. of Life Underwrit- 
ers, which wanted “life income” sub- 
stituted for “annuity,” so as not to 
confuse the public; and by the New 
York department, which wanted the 
bill limited to writing group cases. 

Mr. Johnson told THE NATIONAL 
UNDERWRITER that the defeat of the 
bill has not solved the fundamental 
questions: (1) Should the public be 
permitted to buy the variable annu- 
ity? (2) If the answer is yes, should 
these contracts be sold by life com- 
panies or by some other type of com- 
pany? 

Mr. Johnson said the relatively small 
sale of conventional annuities shows 
they are not meeting the need of the 
public and their record during in- 
flation shows they have not worked 
out well for the annuitants. Citing a 
top-ranking life company’s immedi- 
ate annuity at age 60 for a woman, 
Mr. Johnson pointed out that its 
5%% annual payment amounts to 2% 
yield on investments and 34% return 


of principal. This, he observed, is 
not attractive and there is no provi- 
sion for appreciation during inflation. 
Hence, agents are selling few of these 
contracts. Yet the alternative—some- 
thing that will provide a better yield 
and reflect changes in the dollar’s 
purchasing power—lacks the life-in- 
come feature. 

In New Jersey, Chairman Philip 
J. Torsney of the New Jersey associa- 
tion’s law and legislation committee, 
lexpressed grave doubts about let- 
iting life companies issue variable an- 
Inuities but told THE NaTIonaL UN- 
)DERWRITER the association was taking 
a position against the New Jersey 
bills’ passage largely to give more 
time for study. 

Mr. Torsney, who is manager at 
Bloomfield for Metropolitan Life, said 
he and his committee had conferred 
with Prudential officials and while 
both parties regretted being on op- 
posite sides of any New Jersey legis- 
lation, neither had been able to win 
the other over. 

The New Jersey bills are in the 
hands of the committee on business 
affairs. The legislature, which is cur- 
rently meeting each Monday, recessed 
last Monday until after the April 
19 primaries. 

The variable annuity bill in Mary- 
land died with the adjournment of the 
legislature this week. It had passed the 
house but died in the senate judiciary 
committee. 


Continental Assurance 
Sets New Sales Records 


Continental Assurance broke all pro- 
duction records for a single month in 
March with new ordinary business 
written of $34,527,409. Combined with 
record-breaking months of January 
and February, the company had total 
new ordinary business for the first 
quarter of $102,282,548, compared with 
$83,275,753 for the corresponding 1954 
period. a 

Ten years ago total production for 
the entire year just about equalled 
1955’s first quarter, a company official 
observed. New business in 1942 barely 
exceeded the single month of March. 
There was no special campaign spark- 
ing the surge of new business. 





Late News Bulletins... 





Variable Annuity Put on NAIC Agenda 

Commissioner Knowlton of New Hampshire, president of the National 
Assn. of Insurance Commissioners, has placed the matter of variable annuity 
legislation on the agenda of the NAIC for discussion at the June meeting. 
Mr. Knowlton feels the question should be studied by the NAIC with a view 
to having uniform legislation in the states. He pointed out there is a ques- 
tion whether the fact that a company was licensed by its domiciliary state 
to write variable annuities would entitle it to write such contracts in states 
that did not permit these plans. He said he would regard the present law of 
New Hampshire as barring the writing of variable annuities there, even by 
a company licensed to write them elsewhere. The New Hampshire variable 
annuity bill is regarded as dead, he said. He opposed it on the ground that 
it does not provide adequately for approval of plans by the insurance de- 


partment. 


(Additional Late News on Page 20) 
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Variable Annuity 
Seen Recapturing 
Trusteed Pensions 


Big Push for Legalizing 
the New Plan Is Due to 
Inroads of Competition 


BY ROBERT B. MITCHELL 


First envisioned as an answer to 
competition from mutual funds, the 
variable annuity now looks as if it will 
have its foremost appeal as a way of 
getting back some of the group annuity 
business that trusteed pension plans 
have been taking away from life com- 
panies. 

Eventually, of course, the sale of 
individual variable annuities may be- 
come important but right now the ag- 
gressive competition from trust com- 
panies and certain pension consultants 
is exerting so much more pressure for 
the authorization and sale of group 
variable annuities that the latter 
seem virtually certain to overshadow 
the individual variety for some time 
to come. 

For example, Prudential’s primary 
interest in the variable annuity bills 
it is sponsoring in the New Jersey leg- 
islature lies in being permitted to write 
group variable annuities so as to im- 
prove its competitive position as com- 
pared with trusteed plans. 

The trust companies and the consult- 
ants have not only been beating the 
group annuity insurers on new cases 
but have succeeded in getting a dis- 
turbingly large number of employers to 
switch from insured to trusteed plans. 
There is no chill conservatism in the 
way some of the bankers go after this 
business. For example, one of New 
York city’s largest banks has a list of 
some 50 pension plans that have 
Switched from insured to _ trusteed 
status and makes effective use of it 
in competition. 

Even with the variable annuity, the 
life company cannot expect to meet all 
the fancy claims that are advanced for 
the trusteed plan by some banks and 
particularly by some of the more ag- 
gressive pension consultants. However, 
the battle should be evened somewhat 
by the removal of the income-tax 
handicap on pension funds held by life 
companies, as seems likely at this ses- 
sion of Congress. Another advantage 
that the trusteed plans have is that a 
pension consultant is under no obliga- 
tion to stand back of the accuracy of 
his assumptions as to earnings and 
mortality. A life company hasn’t this 
freedom. 

The variable annuity, however, 
would tend to offset the life companies’ 
disadvantage of being confined in their 
investing, for the most part, to bonds, 
mortgages, and other types of debt se- 
curities. The variable annuity would 
enable the life company to offer the 
advantage of equity investments that 
would tend to reflect the purchasing 
power of the dollar. More than that, it 
would also be applying the life income 
principle to payments made to retired 

(CONTINUED ON PAGE 19) 
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DOWELL DOUBTS WISDOM OF ‘TIFFANY’ TYPE CAMPAIGN 





Executives of New York Life, N. W. Mutual 
Give Opposed Views on Advertising 


Diametrically opposed ideas on the 
approach life insurer’ advertising 
should take were voiced recently by 
two company executives. 

Addressing a meeting of Little Rock 
Life Underwriters Assn., Dudley 
Dowell, executive vice-president of 
New York Life, said it is his belief 
the insurance industry is entering the 
most challenging era of its history. 

“The new era is highly competitive,” 
Mr. Dudley stated, adding that he 
believed the offering of special policies 
and price advertising were more 
than passing changes in the insurance 
business. His company is in the midst 
of an intensive product-type ad cam- 
paign which puts stress on cost. 

Mr. Dowell said he doubted the 
wisdom of institutional or “Tiffany” 
type advertising for insurance. He 
opined that surrounding life insurance 
with an air of elegancy would drive 
away persons who aren’t in the 
Cadillac class. 

Looking to the future, Mr. Dowell 
predicted the business would see more 
package selling, more appeal to the 
middle class customer, more emphasis 
on pure rather than institutional 
selling and further rate reductions by 
some companies. 

“I believe that it is undesirable to 
prevent large or small companies from 
advertising policy content and prices 
so long as the advertising is accurate,” 
he said. 

Northwestern Mutual Life’s adver- 
tising philosophy was summarized by 
Robert W. Templin, superintendent of 
agencies, in an article in Field 
Notes, company publication for agents. 
He noted that company agents are ask- 
ing whether a low net cost or product- 
type advertising wouldn’t be more 
effective than the current testimonial 
series featuring prominent policy- 
holders. 

When the current campaign was 
instituted in 1948, Mr. Templin stated 
it took an approach different from 
those in general use among life insur- 
ance advertisers. This has resulted in a 
unique program, he said, adding that 
it cannot be confused with the adver- 
tising of other insurers. He contended 
this “distinctiveness” is especially 
evident today when “many companies 
which formerly ran campaigns that 
were individual are now joining in the 
melee and arguing with each other 
about special low-price policies.” 

Northwestern Mutual thinks it 
would be unwise “to answer in adver- 
tising this newest form of competition,” 
according to Mr. Templin. “It could 
sound purely defensive, yet all of us 
know every policy with Northwestern 
is in effect a special low-cost policy. 
Our average size policy is large, yet all 
policyholders, large and small, are 
treated alike and enjoy low net cost. 
The other companies are. really 
‘shouting’ in a way that large and 

growing advertising budgets alone 
permit. This is another reason, we 
believe, for not getting into the melee. 
It would be difficult for us to justify 
spending one-half million to two 
million dollars, amounts that several 
companies appropriate for advertising. 
In our case, that money is better not 
spent or better spent elsewhere. 

“Agents have helped pay the price 
of these extensive campaigns of other 

companies with lower commissions on 
sales of these special policies. Suddenly 
agents of these companies find them- 


selves and their skills and services 
playing a secondary role compared to 
the price tag. We can’t help thinking of 
how long and earnestly agents have 
worked for a professional kind of 
acceptance. We doubt seriously this 
type of cost advertising is helping the 
agent’s status with the public. 

“The best move for us is to arm our 
agents with all competitive material 
possible—all answers to disturbing 
questions—all the barbs with which to 
prick the tricky claims appearing in 
some of these campaigns. You have 
already received some material and 
will be furnished with more in the 
months ahead.” 

There are myriad indications the 
company’s advertising campaign con- 
tinues to be highly effective, Mr. 
Templin commented. Test surveys have 
been conducted periodically, and the 
advertising campaign shows no sign of 
losing its vigor and its currency with 
the public. Readership stays high, 
despite the fact that ads are highly 
selective, picking out and talking to 
those people interested in life insur- 
ance. 

Mr. Templin cited numerous in- 
stances of praise from policyholders, 
agents and persons who could be con- 
sidered centers of influence as well as 
persons and organizations in a position 
to analyze advertising from a technical 
standpoint, such as Life Advertisers 
Assn. 


Brainard Feted on 
50th Anniversary 


Morgan B. Brainard, president of 
Aetna Life, received a congratulatory 
telegram from 
Vice-President 
Nixon at a dinner 
honoring his 50th 
anniversary with 
the company. The 
occasion marked 
the conclusion of 
a record-breaking 
campaign con- 
ducted in his hon- 
or by agents of 
the company 
which resulted in 
$146 million in 
life insurance sold during the month. 
This topped all previous month’s re- 
cords. 

He was also presented a painting of 
the home office, executed by Ogden 
Pleissner, by Herbert W. Florer of 
Boston, chairman of the General A- 
gents’ Advisory Council; and a book 
inscribed with the names of 1,071 a- 
gents who had distinguishing records 
during the campaign, by Lincoln B. 
Poletto of San Francisco. Speakers 
were R. S. Edwards, Chicago general 
agency head, and Robert B. Coolidge, 
vice-president, who was toastmaster. 


North American, Chicago, 
Has Best Month in March 


North American Life of Chicago in 
March had the best month in its his- 
tory, sales totaling $4,800,000. Last 
November North American registered 
its first $4 million month and each 
month since then has passed the $4 
million mark. A&H sales in March were 
up 15% over the same month in 1954. 


Four Mo. Bills Advance 


Four bills which would tighten rules 
affecting insurers were advanced to 





M. B. Brainard 








passage by the Missouri _ senate. 
Backed by Commissioner Leggett, they 
would: 

Set up a standard A&H policy, along 
the lines suggested by the National 
Assn. of Insurance Commissioners; al- 
low life companies to invest in common 
stocks of corporations having a net 
worth of at least $10 million and which 
have paid dividends regularly for five 
years; grant the department authority 
to regulate group insurance, including 
A&H, and set up rules affecting such 
policies; and prohibit formation of new 
stipulated-premium life insurers. Those 
already formed would be allowed to 
continue. 


St. Louis Workshops 
of LAA Attract 


Record Attendance 


ST. LOUIS—There was a record 
turnout for the workshops conducted 
here this week by Life Advertisers 
Assn. W. C. Heimburg, New York Life, 
guided the sales promotion sessions, 
and W. E. Reimer, Provident Mutual 
Life, directed the editorial workshop. 
Al Thiemann, New York Life, LAA 
president, addressed the entire group 
and also was a speaker at a luncheon 
here of St. Louis Advertising Club. 

Powell B. McHaney, president of 
General American Life, was scheduled 
to address the closing luncheon. Out- 
side faculty members included 
H. C. Hoffman, associate editor of 
Public Opinion Research; Lloyd Paul, 
Cassell, Watkins & Paul, St. Louis, and 
John Lamoureaux, vice-president of 
Warwick Typographers, St. Louis. 

Rounding out the faculty were Jack 
A. Beckley Jr., Guardian Life; George 
I. Powell, Great-West Life; Stanley M. 
Richman, General American Life; War- 
ren F. Reuber, Connecticut Mutual 
Life; Kenneth K. Wunsch, Northwest- 
ern National Life; Morgan Crockford, 
Excelsior Life, and Joseph M. Locke, 
Gulf Life. E. S. Wescott of Bankers 
Life of Nebraska, who was slated for 
the faculty, could not attend. 


Three Bills Fail in Arkansas 


LITTLE ROCK—tThree bills affect- 
ing life insurance introduced in the 
Arkansas legislature, now adjourned, 
failed to get out of committee. One pro- 
vided for written examinations for 
prospective life agents, another for 
retaliatory action against insurers of 
other states when such states refused 
admission to Arkansas companies 
which, in the opinion of the Arkansas 
commissioner, are qualified for admit- 
tance to such states, and the third 
called for regulation of the sale of “ton- 
tine” contracts. 








Sponsor Mrs. Doyle 
For Reelection as 
Trustee of NALU 


The candidacy of Elsie Doyle, Union 
Central, Cincinnati, for reelection as q 
trustee of National 
Assn. of Life Un- 
derwriters is being 
sponsored jointly 
by the Cincinnati 
and the Ohio as- 
sociations. The ex- 
ecutive committee 
of Women’s Quar- 
ter Million Dollar 
Round Table, dur- 
ing the NALU 
midyear meeting, 
unanimously 
endorsed Mrs. 
Doyle’s candidacy. 

Since her election as trustee in 1953 
Mrs. Doyle has appeared in that ca- 
pacity before 19 state and local associa- 
tions. She has attended each of the last 
10 annual conventions of NALU and 
has played a significant role in its 
activities. 

A life member of Women’s Quarter 
Million Dollar Round Table, Mrs. Doyle 
is a past chairman of that group. She 
qualified for the MDRT in 1952 and 
1954. Each year since its inauguration 
five years ago, she has been guest lec- 
turer at the women’s institute of life 
insurance marketing at Purdue Univer- 
sity. 

After one year with New York Life, 
Mrs. Doyle joined Union Central at 
Cincinnati in 1941 and is with the 
agency there headed by Judd C. Ben- 
son, a past president of NALU. 


N. Y. CLUs to Hold 


Estate Planners Day 


New York City CLU chapter will 
hold its estate planners day April 21 
at Hotel Astor. The main discussion 
will be on the internal revenue code 
and the way it affects estate, gift and 
income tax provisions of estates. Par- 
ticular emphasis will be put on the 
tax aspects of life insurance. 

Speakers will be Albert Mannheimer, 
partner in the law firm of Nathan, 
Mannheimer, Asche & Winer; Eugene 
D. Badgley, director of the special 
service division of Equitable Society; 
Earl F. MacNiell, vice-president of 
Irving Trust Co., and Bernard M. Eib- 
er, general agent of Mutual Trust Life, 
who will be moderator. 





Elsie Doyle 








© Milwaukee Life Managers heard a 
talk on national insurance trends by 
Raymond Olson, president of Mutual 
Trust Life. 











Co-general agent Charles J. Underell, London, Ontario, Can., holds Occidental 
wife of California’s Los Conquistadores Club President’s Plaque, presented to 
him in Palm Springs, Cal., recently by President Horace W. Brower (4th from 
left). Herb Howard (2nd from left), Los Angeles, was named quality vice- 
president, and Harry Van Setten (right) London, A&S vice-president. William 
B. Stannard (left), agency vice-president made quality and A&S awards. 
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Three-Way A&H 
Trade Practices 
Parley Suggested 


Director Pansing of Nebraska has 
sent a letter to the chief officials of the 
seven major national life and A&H 
trade associations, FTC, and members 
of National Assn. of Insurance Com- 
missioners suggesting a three-way fair 
trade practices conference or its equiv- 
alent, “in order to define advertising 
standards which all might agree to be 
representative of good practice.” 

Mr. Pansing’s letter in part states: 

As you know, there has recently 
been widespread discussion among var- 
jous accident and health insurance 
companies and trade associations as to 
the advisability of their petitioning 
the federal trade commission for a “fair 
trade practices conference.” The 
avowed purpose of such conference 
would be to devise an advertising code 
to which most companies as well as 
the commission itself would presum- 
ably be signatory. 

It is my understanding that the prin- 
cipal objection to such action is that it 
might be viewed, at least by the public, 
the Congress and perhaps state regula- 
tory authorities, as a tacit admission of 
full jurisdiction in the FTC over all in- 
surance advertising practices. The ex- 
tent and type of jurisdiction now 
lodged in the FTC is, of course, a hot- 
ly-debated question and an unknown 
quantity at this time. 

Now, since all parties must agree 
that the whole of the body of jurisdic- 
tion over accident and health advertis- 
ing is vested in the state commissioners 
and the FTC, jointly or severally, and 
since the public interest demands 


speedy solution of the substantive 
problems involved, why should not 
representatives of the three interested 


groups, viz., the FTC, the NAIC and the 
industry, sit down together in an at- 
tempt to accomplish such public inter- 
est by agreeing upon such standards 
without regard for the niceties of the 
jurisdictional problem? 

So, the purpose of this letter is to toss 
out for your consideration the follow 
ing suggestion: That proper industry 
representatives submit a petition di- 
rectly jointly to the FTC and the NAIC, 
asking that the three groups meet to- 
gether in a tripartite fair trade prac- 
tices conference or its equivalent, in 
order to define advertising standards 
which all might agree to be representa- 
tive of good practice. 

I offer this suggestion as one state 
insurance commissioner, speaking for 
nobody except himself, who believes 
that every reasonable effort should be 
exerted to reach the ultimate goal com- 
mon to all three groups—honest and 
forthright advertising of private acci- 
dent and health insurance facilities. 
Jurisdictional pride has no place in 
such matters. By directing the petition 
to both official bodies no company 
need worry about implied public as- 
sent to FTC jurisdiction. 

I believe that both the FTC and the 
NAIC are now engaged in honest ef- 
forts to outlaw misleading and decep- 
tive advertising, and that neither is 
concerned with extension or retention 
of jurisdiction to the extent of delaying 


Former Pa. Deputy Joins 


Briscoe Actuarial Company 


Oscar A. Kottler, who resigned as 
deputy commissioner of Pennsylvania 
March 15, has been named resident 
manager at Philadelphia of J. Huell 
Briscoe & Associates, actuaries and 
consultants. 

Mr. Kottler was named deputy 
commissioner in charge of the bu- 
Teau of examinations and life ac- 
tuarial division in 1945, and during 

tenure served under four com- 
missioners, He was active in the af- 
fairs of NAIA and represented Pen- 
nsylvania on many of its committees. 


or hampering that end. I cannot but 
believe that both the FTC and the NA- 
IC would welcome participation in such 
a common-sense, non-legalistic under- 
taking. It seems that any argument that 
the members of either official body 
could not meet for such a public pur- 
pose must be dismissed as bureaucratic 
evasion, motivated by another purpose. 

I am not irrevocably committed to 
this plan, indeed I may see fit to dis- 
card it if it turns out to have patent 
faults of which I am now unaware. If 
so, I shall gracefully withdraw to 
watch the jurisdictional fur fly while 
the public waits. 





John Hancock Issues 
New 20-Year Pay Form 


John Hancock has developed a new 
policy form to provide special living 
benefits as well as insurance for life 
available in the multiple protection 
series of ordinary policies for ages 0 
to 40 at issue. The sum insured per 
policy ranges from $1,000 to $2,999 on 
premium notice business and from $500 
to $2,000 on monthly debit business. 

Premiums are limited to 20 years 
with an additional cash benefit of $250 


per $1,000 available at the end of 20 
years if the policy is then in full force. 
The cash benefit is a pure endow- 
ment since it is contingent on insured’s 
being alive on due date. Insured may 
buy paid-up with the endowment. 


Philadelphia Life Business Gains 


Philadelphia Life recorded a 49% 
increase in new business in February, 
attaining its 10% growth objective for 
the 35th consecutive month. The com- 
pany increased its new business by 
58% for the first two months of 1955. 


% 

HEREVER INSURANCE men gather you'll always find some UCLIC 

birds strutting around preening their feathers. That’s because they 
gobble up the business. Since they joined UCLIC, with its pioneering, 
early-bird spirit, they find success easier and they are 
proud of the progress their young company has made. If you want to 
get out of the sidelines and join a livelier flock, get in touch 
with the wise old birds at UCLIC —you can “talk turkey” with them. 


Roy A. Foan, Vice President and Director of Agencies 


A network of General Agencies throughout Union's 16 states is 
presently in formation. A few choice territories are still available. 


NION CASUALTY AND 
LIFE INSURANCE COMPANY 


17 East Prospect Avenue, Mount Vernon, New York 
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'.. SATURDAY...SUNDAY..-~4 


SOMEDAY... Jimmie will go to college. Someday 
you'll pay off the mortgage. Someday you'll 
retire and travel. Someday can happen . . . does 
happen...every day. We know. We see it 
happen ... help it happen... for thousands of 
persons just like you. 


Our specialty is Someday—making dreams come 
true... helping people achieve financial secur- 







Back of ity and independence. 
your independence 
stands The Some people, those with little vision, say all 






we have to sell is life insurance. That’s one 
name for our product. 





PENN MUTUAL 












But the dad who has just watched his son 
receive a college diploma...the man who is 
finally able to deed a mortgage-free house to 








his wife... the couple retiring to Florida... 
will tell you that Penn Mutual’s business is 
putting a date on Someday. 


You can find out without obligation how to put 
a definite and practical date on that Someday 
of yours by talking with your local Penn Mutual 
underwriter. 


Like the men of the Forrest J. Curry Agency 
whose story is told on the opposite page, your 
local Penn Mutual man has been specially 
selected and trained. He will put his training 
and experience to work for you. Get in touch 
with him today. Let him develop a personalized 
Penn Mutual Independence Plan to fit your 
dreams, your needs... and your means. 


Do it before you are a single day older. 


Today, more than 600,000 people have more 
than three and a half billion dollars worth 
of security with 108-year-old Penn Mutual. 








THE PENN MUTUAL LIFE INSURANCE COMPANY e 


INDEPENDENCE SQUARE, PHILADELPHIA 








This ad appears in the April 9th issue of the Saturday Evening Post 
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. makes dreams come'true . . 








His business is 
Putting dates 
on 


SOMEDAY 


“How can it be done?” you ask. 
Forrest J. Curry, head of the 


_ Penn Mutual Agency for the 


San Francisco Bay area, and the 
men who work with him, know 
how. And they will tell you it 


* is mighty interesting and satis- 


fying work. 

By fitting the advantages and 
benefits of Penn Mutual Inde- 
pendence Plans to individual 
needs and means, they have 


» helped put dates on Someday for 
, thousands of people. 

_ Because Mr. Curry and the men 
' associated with him believe so 


strongly in this planning that 

. and 
because they have demonstrated - 
their outstanding ability to make 
it work for people like you . 
they have been honored with the . 
Penn Mutual rade s Award 
for 1954. 


‘dein of their work is the case 
of a young engineer, father of 
three small children. He and the 
bank ‘‘own”’ a house. He and the 
finance company ‘‘own”’ a car. 
He had ideas about his Someday 
but with the press of his responsi- 
bilities, he did not see his way 
clear to do anything about it. 
But an Independence Plan from 
the Curry Agency showed him 
how to make a start toward his 
Someday—a start that also of- 
fered immediate benefits such as 
financial security for his family if 
anything happened to him... 
provision for emergency pay- 
ment of his mortgage... and the 


start of a ready cash reserve. 
A Penn Mutual Independence 
Plan can put a date on your 
Someday. Let your local Penn 
Mutual underwriter show you 
how. 







Back of your 
; independence 
” stands The 
i PENN MUTUAL 


THE PENN MUTUAL LIFE INSURANCE COMPANY 
INDEPENDENCE SQUARE e 


PHILADELPHIA 











Larson Warns States 
to Regulate or Turn 
Job over to U.S. 


The need for realistically dealing 
with the problems facing the insur- 
ance business if states are to con- 
tinue in the field of insurance regu- 
lation and taxation was sounded by 
Commissioner Larson of Florida at the 
Miami University insurance law con- 
ference. 

He said it should be remembered 
that “we are dealing with inter-state 
commerce over which, except for an 
act of Congress, the federal govern- 
ment has jurisdiction.” 

If there is a failure in state regula- 
tion, all phases of insurance regula- 
tion and licensing would be removed 
from the state level and placed under 
the jurisdiction of an appointed fed- 
eral commission in Washington, Mr. 
Larson declared. The revenue derived 
from premium taxes would also be 
placed in serious jeopardy as the 
states’ authority to tax the insurance 
business would be questionable. 

The federal trade commission pre- 
ferred charges against a number of 
companies alleging misleading adver- 
tising practices and the matter is now 
pending before that agency, he pointed 
out. He explained that he mentioned 
it only to demonstrate that “we are 
not dealing with a threat of federal 
intervention, but with a reality.” A 
Senate subcommittee on anti-trust and 
on monopoly legislation has made in- 
quiry into credit life and A&H. 

* * . 

Mr. Larson said his department has 
attempted to regulate this phase of 
insurance through rules and regula- 
tions that were patterned after the 
model rules and regulations of Na- 
tional Assn. of Insurance Commission- 
ers. 

While these rules have been helpful 
to some extent in providing regulation 
of this phase of the business, “we feel 
that rules, no matter how good, cannot 
substitute for adequate laws. It is my 
purpose, therefore, that legislation be 
offered to the forthcoming Florida 
legislature which, if enacted, would 
alleviate some of the problems prev- 
alent in the credit life and A&H seg- 
ment of the business.” 

In order for rights of the states to 
be preserved, they are obligated to 
enact adequate legislation to regulate 
all phases of the insurance business, 
Mr. Larson said. 





American Reserve Leaders 


Feted at Houston Meeting 


Highlight of American Reserve Life’s 
annual convention, conducted at the 
Shamrock hotel in Houston, was pre- 
sentation of the awards to top pro- 
ducers by President Raymond F. Low. 

A special citation went to Dean E. 
Logan, Marshall, Minn., the 1954 “Man 
of the Year”’. 

The guest speaker was Benjamin N. 
Woodson, president of American Gen- 
eral Life. 





es Status for Candeias 


Bankers Life of 
Nebraska has ap- 
pointed Joe Can- 
deias general a- 
gent at San Jose, 
Cal. He joined the 
company at Fres- 
no as an agent in 
1948, later serving 
as district man- 
ager in Modesto, 
Cal., and then as 
assistant . general 
agent at Fresno. 


Joe Candeias 


Health Council _— enipety for Medical Meets 











Alice M. Chellberg of American Mutual Alliance and Paul H. Rinker of Con- 
tinental Assurance, members of the information and publications committee of 
Health Insurance Council, discuss highlights of the new exhibit, which will be 
on display at three hospital and medical conventions in May and June. 


The information and _ publications 
committee of Health Insurance Coun- 
cil has developed a visual display for 
the showing at conventions of health 
care professions. Measuring 16 feet in 
length and 8 feet in height, the new 
display graphically portrays “The 
Health Insurance Story.” 

The council’s exhibit, is the third 
major project of the information and 
publications committee. The other two 
projects, the annual survey of health 
“The 


Health Insurance Story,” provided the 
factual data used in the display. 

The exhibit features four lighted 
graphs on coverages and benefits paid 
by voluntary insurers and has a screen 
with slides on the relationship of 
health insurance to health care pro- 
fessions, will be shown at Student 
American Medical Assn. at Chicago 
(May 6-8), Catholic Hospital Assn. at 
St. Louis (May 16-19), and American 
Medical Assn. annual meeting at At- 
lantic City (June 6-10). 








insurance, and the booklet 
14 Deans Attend LIAMA Commonwealth Raises 
Meeting in Hartford B. E. Wilson, W. R. Davis 


Deans of 14 college business adminis- 
tration schools were guests of LIAMA 
in Hartford for the annual deans’ 
meeting sponsored by the relations 
with universities committee. 

Deans attending were Charles C. Ab- 
bott, University of Virginia, Thomas 
J. Clifford, University of North Da- 
kota, S. Paul Garner, University of 
Alabama, C. E. Gilliland Jr., University 
of Kansas City, Roger S. Hamilton, 
Northeastern university, Milo Kimball, 
University of Massachusetts, T. W. Le- 
land, Texas A&M, Col. M. S. Lewis, the 
Citadel, M. C. Mundell, University of 
Wyoming, Grover A. J. Noetzel, Uni- 
versity of Miami, R. F. Patterson, Uni- 
versity of South Dakota, R. A. Steven- 
son, University of Michigan, Arthur R. 
Upgren, Dartmouth college, and Wil- 
liam J. Weary, St. John’s university. 

e e e 

A. Rogers Maynard, 2nd vice-presi- 
dent of Metropolitan and chairman of 
the committee, presided. Charles J. 
Zimmerman, managing director of 
LIAMA, described the life insurance 
business today and discussed factors 
that may affect its future. 

Holgar J. Johnson, president of In- 
stitute of Life Insurance, described the 
work of that organization, with em- 
phasis on the summer workshop pro- 
gram. LIAMA Research Director S. 
Rains Wallace outlined association re- 
search activity and William O. Cum- 
mings, senior consultant, described the 
entire LIAMA program. Dr. Davis W. 
Gregg, president of American College, 
and Herbert C. Graebner, dean, told of 
educational opportunities in life insur- 
ance. John L. Lobingier, LIAMA’s di- 
rector of public relations, outlined the 
functions of the major life insurance 
trade associations. 





e Kenneth E. Hege has been named 
supervisor of the Zachary agency of 
Mutual Benefit Life at Wichita. He has 
been in insurance for seven years. 





Commonwealth Life has appointed 
Bernard E. Wilson Jr. director of 
branch office agencies and William R. 
Davis III director of field service. 

Starting with the company’s home 
office agency in 1951, Mr. Wilson ad- 
vanced to assistant manager and in 
1952 went to Evansville, Ind., as man- 
ager. He is president of Evansville 
General Agents & Managers Assn. and 
secretary of the Life Underwriters 
Assn. there. 

Mr. Davis joined Commonwealth in 
1935 as general agent at Charleston, 
W. Va., moving to Louisville in a field 
post the following year. He has been 
at the home office since 1942. 
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During’ 1954, over $48, 000° was 
given by LUTHERAN BROTHERHOOD 
to Lutheran church “branches” for 
benevolence work within the local 
congregations. Almost $257,000 has 
been distributed in this manner since 
the plan was inaugurated. 

This is another part of the LUTHERAN 
BROTHERHOOD Story .. . fulfilling 
the principles stated in Article I of 
its Articles of Incorporation, . . . 
“to aid the Lutheran Church in ex- 
tending the Lutheran Faith .. .” 


LIFE INSURANCE - renee $556,341,840 


A Life Insurance Society for Lutherar 


Lutheran ‘Brotherhood 


Legal Reserve ude Insurance 
ARL F. GRANRUD, Pre 


608 Second Avenue So. 








° “Minneapolis, Minn 
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Phoenix Mutual Expands 
Employe Benefit Plan 


Phoenix Mutual Life has introduced 
a new group insurance program, of- 
fered on an elective basis, to all its 
agents, field employes and their de- 
pendents and home office employes 
designed to supplement the existing 
benefit program. 

The new program consists of three 
separate group plans. The combination 
hospital and surgical expense plan 
provides the same coverage for all 
agents and field employes no matter 
where they are located. The major ex- 


pense plan has a maximum of 5,000 
for sickness or accident involving an 
employe or dependents. It pays 75% 
of the total expenses after the deduc- 
tion of a specified amount which in- 
cludes benefit payments under other 
hospital and surgical plans available 
and 3% of the annual income. The 
third plan gives every employe an op- 
portunity to buy an amount of low- 
cost life insurance up to the amount of 
gross annual earnings. 

In addition, agents are offered a 
weekly indemnity plan which provides 
benefits from $25 to $50 a week, de- 
pending on their annual rate of earn- 
ings. 










Life 
A&H 
Group 
Franchise 
Hospitalization 
Brokerage 


Reinsurance 









Theo. P. Beasley, President 


life insurance in force exceeds 


$730,000,000.00 


PLUS: One of the most advanced agents 
training programs in the nation. . . 
Supervised offices . . . Trained Group 
men to assist agents . . . An alert 
Underwriting and home office staff .. . 
Top commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Home Office, Dallas 












produce most effectively. 


YOUR BEST INTERESTS AT HEART 


Men rise by their own efforts. They slip back when enthusiasm dulls. That’s why it takes 
a going, growing organization with a genuine personal interest in its men to help them 


Western fieldmen are proud of their association. They like to be on their own—but 
know they can expect quick help when they need it. If you are interested in a scale of 
compensation far above average and want to share a healthy future with a healthy 
company ... if you want more money or more leisure time for the same effort you are 
making now ... better see Western soon about a personal producing General Agent’s 
Contract. Your Manager’s or General Agent’s recommendation will help! 


250 Attend Agency Rally 


of American United 


More than 250 persons attended 
American United Life’s Field Club 
meeting at Belleair, Fla. The gathering 
was preceded by a managers’ meet- 
ing and followed by a session of the 
500 Club. 

Awards went to R. Neal Sinclair Jr., 
Indianapolis, volume leader; Harold M. 
Burkdoll, Topeka, most applications; 
Frank E. Sullivan, South Bend, highest 
percentage of increase, and F. Alan 
Chab, Indianapolis, persistency leader. 

Clarence A. Jackson, president, and 
Eber M. Spence, agency vice-president, 
were featured speakers. Also on the 
program were DeWitt Carter of Nash- 
ville, chairman of the American United 
Board; William T. Earls, Mutual Bene- 
fit Life manager at Cincinnati, and 
Milton Elrod Jr., independent estate 
planning consultant for the company. 
In addition, George A. Saas, advertis- 
ing consultant, introduced several new 
promotional materials, and new A&H 
policies were described by T. T. Mc- 
Clintock, director of A&H. 


Philadelphia Group Men 


Organize Association 


Philadelphia Group Supervisors 
Assn. has been organized with Francis 
L. Doyle Jr. of New England Mutual 
as chairman of the steering committee 
and Robert A. Apple of Aetna Life, F. 
W. Banfield of State Mutual Life, 
Frank J. Kelly of Connecticut General, 
and James W. Ker] of Sun Life of Can- 
ada as members. 

J. H. Shreiner, vice-president of 
Towers, Perrin, Forster & Crosby, 
spoke at the organizational meeting. At 
the second meeting J. Milton Neale, 
vice-president of Girard Trust Corn 
Exchange Bank, spoke on the import- 
ance of an association of group men 
and the future of group insurance. 








Fete Ennest, Gremel in Mich. 


A combined welcome and farewell 
reception was held at Saginaw, Mich., 
by Manufacturers Life, paying tribute 
to William J. Ennest, the new manager, 
and his predecessor, Arthur E. Grem- 
el, who is moving to Philadelphia as 
manager. 


Mr. Gremel was in the Saginaw 


post for about 13 years and Mr. Grem- 
el went to Saginaw in 1952 after 13 
years as an agent in the Thumb area 
of Michigan. 
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State Mutual Has 
Major Medical Plan 


State Mutual Life is issuing a major 
medical expense plan available to 
groups with 50 or more eligible em- 
ployes either as a standard plan to 
supplement a basic plan of group hos- 
pital expense insurance or as a com- 
prehensive plan, where there is no 
basic plan, or where it replaces an 
existing basic plan. 

The normal maximum benefit is $5,- 
000 for each insured—employe or de- 
pendent—and up to $10,000 per indi- 
vidual is available on groups of 250 or 
more. The full maximum may be re- 
instated after any disability period, 
upon satisfactory evidence of insur. 
ability. Deductible amounts range up- 
ward from $50 on the comprehensive 
plan and may vary from $100 to $500 
on the standard plan. The deductible 
is applied only once in each disability 
period, and only one deductible is ap- 
plied when more than one member of 
a family is injured in the same acci- 
dent. In addition, if an individual is 
already collecting major medical bene- 
fits for one cause, a deductible of only 
$50 is applied for a new disability. 

In most cases an employe coinsures 
the plan by paying 20% of expenses 
beyond a basic plan, if any, plus de- 
ductible. Plans may also be written 
with a 25% coinsurance arrangement. 

Benefits continue so long as expenses 
amounting to 25% of the deductible or 
$50, whichever is less, are incurred in 
any three-month period. 

Premiums for major medical cover- 
age depend on the age, sex and salary 
of employes; the deductible, coinsur- 
ance factor, maximum daily room and 
board benefit, and type of plan. 





Colonial Life Reports 
to Home Office Employes 


Highlights of the annual financial 

é report of Colonial 
Life were given by 
President Richard 
B. Evans at a spe- 
cial meeting of all 
home office em- 
ployes. Depart- 
ment heads _ also 
detailed the opera- 
tions of their de- 
partments, relat- 
ing them to the 
company’s growth 
during 1954. The 
meeting was de- 
signed to give all 
employes a brief- 
ing on company 


= 


Richard B. Evans 
operations. 


Enrollment Campaign 


An enrollment campaign designed 
to reach every life insurance agent and 
manager in the nation has been started 
by 600 course committee chairmen of 
Life Underwriters Training Council. 
For a 13 week period, qualified men 
may reserve a place in fall classes by 
completing a brief preliminary appli- 
cation and making a partial deposit of 
the tuition fee. 


Antoine Retires from John Hancock 

Kenneth F. Antoine, general agency 
secretary of John Hancock since 1953, 
has retired. He joined Hancock in 
1924 as agent in Boston and went to 
the group department at the home of- 
fice in 1944. He became agency assist- 
ont bs the general agency department 
in 1947. 


Wehmeyer to Lincoln National 

Lincoln National Life has named 
Robert Wehmeyer assistant superin- 
tendent of agencies. He entered insuf- 
— < 1950 and has been at Manchest- 
er, N. H. 
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act, or substantially similar legislation. all but a few companies in a fair and their companies. 
Knowlton P r obes He called attention to the fact that the honorable way. Though the complaints He noted the cooperation of the busi- 

; 2 i business itself has formed the joint were brought by a commission and are ness in aiding state authorities to se- 
bie "2 Ser 10us Aspects committee on health insurance which not court proceedings to invoke penal- cure the kind of legislation needed to 
“sig . -« represents seven important trade asso- ties, he added, they were initiated with strengthen A&H regulation. 

A — of FTC Activity ciations in the A&H field. This is one much publicity which has had unfor- Saree 
rd 0 i, telseat Wade euemenicaion hes of the most progressive steps ever tak- tunate reprocussions. He said that such Nebraska Actuaries Meet 
A Os- ieos: Sereiatiiieitins Yee ir ne ' en by the business, he declared. inquiry as he has been able to make of Nebraska Actuaries Club at a meet- 
Page un _ bln a tig Sy Sergi = Mr. Knowlton said he feels today companies cited by FTC indicates they ing in Omaha discussed various prob- 
“aie no pernap iti pe busi d P even more strongly than previously are receiving a great deal of mail from lems currently of interest. James F. 
an nies he — it _— that for the FTC to prosecute publicly policyholders, and their agents are be- MacLean, Bankers Life of Nebraska, 
is $5 comp — .  , Se , each complaint does more harm than ing questioned not only about mislead- "eviewed steps being taken by the in- 
os Ki peal sega n= agua a good by undermining public confidence ing advertising but about the claim peter hiya ee 
. indi. at eee, of tnsuramee Comenieuien- in the business, which is carried on by practices and financial condition of that will reflect inflationary trends. 
250 or ers, said in a talk before Philadelphia sa 
be re- A&H Assn. If such complaints are WIA Wyant SY il Re Al LA LL W 
period, prought with the same publicity that ; d 
insur. has attended those now in process, he ER e@ 
ge up- said, public confidence in the industry, al ® 
ensive already shaken, may become complete- y 
o $500 ly shattered. 
uctible He believes that if the suggestion is 
ability followed that the A&H business peti- 
1s ap- tion the FTC for establishing a volun- \\ 
ber of tary code of fair trade practice and 
» aCCl- if machinery is set up within the FTC 
lual is to test advertising without being sub- 
bene- jected to formal complaint, the business QQ \ 
f only will concede an area of jurisdiction to 
ity. the FTC. Such a procedure would give 
nsures the government a foothold with which 
penses to open the door wide to federal super- 
Is de- vision of insurance, he said. 
yritten The special NAIC committee headed 
nent. by Mr. Knowlton is meeting this week 
benses at the New York City headquarters of 
ble or the state insurance department to 
red in study further the question of the jur- 
isdiction of FTC in A&H matters. 
rover= One argument advanced for a volun- 
salary tary code is to forestall amendment or 
nsur- repeal of public law 15. 
n and e e @ 
Mr. Knowlton expressed the belief Its New. 
that the commissioners must exert 
every effort to preserve state regula- 7, f s Si awe pier 
Ss tion, and commissioners, he believes, 
ancial should not be a party to establishment near 
jonfal of fair trade practice rules and regula- Ss ynamic®. | os” P . P 
en by tions on iden ie’ the in _ Something that Field Men have desired—and wanted 
char ness. If insurers that have been cite = or ! i lked- 
1 spe- by FTC believe it is in their best inter- ry i} S I f bo y a — Oita lete, most effective, oae-S 
of all est to concede jurisdiction, they have s@ al 3 about Career Development Plan in the Insurance World 
Pe: aright to decide the question. > 2? o« today! A time-saver and a money-maker for both YOU 
also The commissioners have the duty of > = I2oaltf Oo and YOUR AGENTS! 
pera- sponsoring legislation found necessary ity fo ] = oD 
r = to preserve state regulation and to con- ; 
relat- centrate their efforts on providing ade- “a Ss ° e 
a... quate regulation across the country, Non-contributory Pension Plan 
The he declared. sean —Liberal Disability and Retirement Benefits— 
de- The NAIC committee appointed last 7 
e all December on the question of FTC jur- pee $400 pe month. Renewal I a, gua . 
orief- isdiction has tentatively outlined the anteed for Life—plus continuation of active 
yany issues involved and is now having at- Agency Contract if desired. 
torneys draft a brief covering the is- 
sues, Mr. Knowlton commented. From 
the work done so far, it seems obvious Golden Rule Agent’s Contract 
igned that all states will have to enact the . hold wn 
t and unfair trade practices act and the un- —attracts strong SER-—-REIEE FOUL HEE en 
“ip authorized insurers service of process —each agent you appoint becomes an agency 
cok builder for himself and a recruiter for you. 
men 
2s by e 
att Money-Making Sales Packages 
it of with the Business Building Direct Mail and Many Other 
GOLDEN RULE COMPANY et et 
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ency 
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a i y P Recruiting, Training and Building 
Seq by WRITING TODAY YOUR AGENCY 
ment Rauland C. Fischer, district group 
Manager in Chicago, was named Th C L 
: sroup man of the year by Massachu- e€ O UMBUS MUTUAL 
setts Mutual Life at the annual group ° 
med | sales conference in Springfield, Mass. Life Insurance Company 
ee Shown here are George W. Steinbach, , ; Columb hi 
nest director - — a. left, nt Carl Mitcheltree, President olumbus 16, Ohio 
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Survey of Business, Professional Women 
Offers Good Material for Prospecting Agent 


The agent considering an interview 
with a woman prospect can find some 
excellent preparatory material in a 
book just published by National Fed- 
eration of Business & Professional 
Women’s Clubs, entitled The Economic 
Strength of Business and Professional 
Women. Authors are Babette Kass and 
Rose C. Feld. 

The book contains figures on life 
insurance purchases by women in sev- 
eral economic brackets. These figures 
are broken down further to show how 
many are breadwinners and to what 
extent, and how many have only 
themselves to support. 

There are reports on purchases of 
annuities, on participation in pension 
and retirement plans and in the social 
security system, on numbers receiving 
income from their own insurance, 
on those benefitting from insurance 
bought by others, and on those buying 
A&H. 

The book is the result of a survey of 
members made by the federation. One 
out of every eight, or about 12% of the 
entire membership of about 150,000 
(1952 figure) fully or partially re- 
sponded to a questionnaire aimed at 
providing a picture of the typical busi- 
ness woman. Here are some results: 

Most life insurance is bought by 
women under 35, and in this category 
the biggest percentage of purchasers 
are in the $3,000-$3,999 and $5,000- 
$5,999 brackets. There is a dip in the 
$4,000-$4,999 bracket. 

Among purchasers of life insurance 
in relation to occupation and age, the 
administrator of a service establish- 
ment under 35 years of age is the big- 
gest buyer. She is followed by the 
woman between 35 and 40 in finance, 
insurance or real estate. A comparison 
of buyers by coverages showed that 
the office manager is the biggest pur- 


chaser of life insurance, the education- 
al administrator buys the most an- 
nuities, the teacher and principal in 
grade school or lower is the biggest 
participator in pension and retirement 
funds, and the administrator in man- 
ufacturing or industry is the main 
contributor to social security. 

The survey showed that, all told, 
63% carry life insurance, 24% are 
paying for annuities, 42% are covered 
under retirement plans inaugurated 
by employers, 56% are covered under 
social security and 8% are receiving 
income from self-insurance. These lat- 
ter are mainly single and over 65. 

The heaviest load of life insurance 
is carried by married women or those 
divorced or separated from their hus- 
bands, presumably to take care of 
children. Single women are the princi- 
pal purchasers of annuities. For all 
who do invest there is a steady pro- 
gression in the proportion who. invest 
as earnings increase. Doctors, lawyers, 
educational administrators and librar- 
ians are among the heaviest investors 
in annuities, followed by executives 
and administrators in manufacturing 
and industry. 

Single women constitute the largest 
proportion participating in retirement 
plans set up by employers, and the 
greatest coverage is found in the field 
of education. 

Seven out of 10 women carry hos- 
pitalization or health insurance and 
nearly six out of 10 carry surgical and 
accident insurance. Progressively as 
incomes grow larger the proportion of 
those subscribing to A&H increases. 
In all forms of A&H single women ap- 
pear in largest proportions. 

Business and professional women 
rank highest in their investments: 
43% invest in real estate; 27% pur- 
chase corporate stocks and bonds; 70% 


purchase government bonds, and 18% 
are owners of business or professional 
establishments. Small communities 
show a higher percentage of business 
owners and real estate owners, but 
show a lower percentage of purchasers 
of stocks, bonds and government se- 
curities. 

Married women and widows in all 
types of communities are more fre- 
quent investors in their own business 
and real estate than are single women, 
but single women are in the forefront 
in the purchase of corporate stocks and 
bonds as well as government bonds. 
More married than single women are 
in private business enterprise, but the 
single ones show higher earnings. 

The largest proportions of investors 
in stocks and bonds are found in the 
highest income brackets, both with 
respect to individual earnings and total 
family income. 

More than a third of the members of 
the federation support dependents ful- 
ly or partially, the heaviest burdens 
being carried by women 35 to 40. One 
out of every five living with her fam- 
ily is the sole earner of her household 
and pays all expenses; of the widowed, 
divorced or separated at least half are 
the sole support of their families. A 
total of 41% of the members earning 
less than $3,000 pay all family ex- 
penses. 

Women who support dependents al- 
most invariably earn more than those 
with none. Family incomes of business 
and professional women are _ higher 
than those of the rest of the country, 
but 42% are under $4,000. More than 
half of the single, widowed and di- 
vorced who pay all or more of the 
family expenses have a total income of 
less than $4,000. 





e Clayton T. Mills, former group rep- 
resentative for Occidental Life of Cal- 
ifornia, has been named assistant re- 
gional group manager for the company 
in Los Angeles. He joined Occidental 
in San Francisco in 1952. 








THE EQUITABLE LIFE INSURANCE COMPANY OF IOWA 


is now admitted to do business in the 


State of Florida 


GENERAL AGENCIES WILL BE ESTABLISHED IN 


JACKSONVILLE 
MIAMI 
TAMPA 


Qualified life insurance men, well established within the 
State of Florida, will be given first consideration for gen- 


eral agency appointments. 
e 


Please address all inquiries to 


Ray E. Fuller, Agency Vice President 
Equitable Life Insurance Company of Iowa 


Des Moines, Iowa 








Sales Ideas That Work | 


Chiropractors Hear 
Huber on Estates 


An estate planning forum for Acad- 
emy of Chiropractors was put on by 
Solomon Huber, general agent of 
Mutual Benefit Life in New York City, 
at an academy meeting there. He was 
assisted by Eugene Walsh, editor of 
the CLU Query, Victor R. Goldberg, 
Huber agency supervisor, and Philip 
Builder, who directs activities on be- 
half of chiropractors. 

Mr. Walsh stressed the importance 
of a properly executed will and point- 
ed out the danger of duplicate origina] 
wills, since each copy must be pro- 
bated. Mr. Goldberg discussed the 
history of investment companies and 
the new method of buying stock on a 
monthly budget plan. He concluded 
that competent professional guidance 
was necesssary for investment success, 

Mr. Huber discussed whether the 
men knew that they had an estate if 
someone owes them money, if they 
have a social security number, a bank 
account, own a car, furniture, life in- 
surance or even a stamp collection. He 
asked them if they had wills and, if 
not, if they were prepared to accept 
the one made for them by their state 
legislatures. He asked them to check to 
see if there had been any family or 
property changes since they made 
their wills, and how their wills pro- 
vided for the payment of taxes, 
whether one beneficiary would have 
to pay for all. 

If a man and his wife dies about 
the same time, would life insurance 
proceeds go through his estate or hers 
or would they both pass directly to 
their children, he asked. 

He also asked if they had filed, in a 
property book for social security pur- 
poses or with their life companies, a 
certificate of age for themselves and 
each beneficiary. 

He wondered if they were aware 
that life premiums are deductible for 
income tax purposes if the beneficiary 
is a charitable institution and_ that 
they would make their gift more cer- 
tain through life insurance. Insurance 
taken out by a wife on her husband’s 
life, payable to their children is free 
from estate tax, he pointed out. 

He also asked the chiropractors if 
they knew that settling an estate re- 
quires cash for administration costs, 
attorney’s fees, funeral and final ex- 
penses, appraisers for court costs and 
filing fees for last income return and 
property taxes, estate taxes and debts. 
He wondered how much such require- 
ments would deplete a man’s estate. 
And he asked if any of the men had 
made it compulsory for any of their 
children to take a sum in cash at a 
specified age, if they had considered 
the possibility of a living trust as a 
means of decreasing income tax, and 
if their life insurance were judgment 
proof with respect to their creditors 
and beneficiaries. 


® Milton Altschul agency of Postal Life 
in New York City set a new company 
record for volume of business in one 
month by paying for $1.6 million in 
February. The agency has set such a 
record twice. 


e Northwestern Mutual has named 
John F. Konrad an investment re- 
search officer. He joined the company 
last year after eight years with Wis- 
consin Public Service Corp. 
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Future Challenging, 
Home Life Mgrs. Hear 


Managers of Home Life held a meet- 
ing on building business sources at 
Hollywood, Fla. 
John H._ Evans, 
vice-president and 
manager of agen- 
cies, was. chair- 
man. President 
William P. Worth- 
ington spoke on 
the expanding op- 
portunity for life 
insurance market- 
ing. He viewed the 
next 10 years as “a 
challenge and op- 
portunity for busi- 
ness advancement that has never been 
equalled.” 

During the 1940-54 period of rapid 
increase in employment, family in- 
come and national productivity the 
American people failed to protect 
their new standard of living with life 
insurance comparable to their pre-war 
protection, he said. He attributed a 
part of this failure to the newly-pros- 
perous people. But, he said, the peo- 
ple in life insurance should wonder if 
a part of the failure isn’t their own 
failure to keep pace with the huge new 
market in their plans for expanding 
sales manpower and effort. 

In connection with the expanding 
economy, Mr. Evans pointed out that 
the logical market for the planned es- 
tates service has been growing at a 
tremendous rate. There are now 3.7 
million families with incomes of more 
than $7,000, he said. The needs of these 
families for income replacement are 
a market for planned estates that of- 
fers almost unlimited opportunities for 
managers and agents. 

Mr. Evans also said that each of the 
past six ha: been a record making 
month and the quarter just completed 
was the biggest in the company’s his- 
tory. 

Speaking on group operations at the 
meeting were Gerald K. Rugger, man- 
ager of group, James T. McCrystal, 
manager of group administration, Ed- 
ward C. Devine, assistant manager of 
group sales, and James S. Dudley Jr., 
Atlanta manager. 

Officers of Agency Assn., an organi- 
zation of managers, elected at the 
meeting are Adolph R. Klein, Chicago, 





W. P. Worthington 











eS 


When New England Mutual Life 
celebrated its 120th anniversary April 
1, Gov. Herter of Massachusetts grant- 
ed special permission for the com- 
Pany to take the charter from the 
state house archives to the home of- 
fice. The company has the first such 
charter in the country. Shown above 
are Gov. Herter, left, and O. Kelley 
Anderson, president of the company, 
examining the document. As special 
Security precautions the charter was 
transported in an armored truck and 
was constantly watched by state 
house police and a representative of 
the secretary of state’s office while it 
was on display. 


president; Hugh W. Davy, San Fran- 
cisco, vice-president; Robert W. Brem- 
ner, New York, secretary; and William 
T. Bolton, Syracuse, Wiliam J. Mc- 
Feely Jr., Baltimore, Hadsell S. Easton, 
Cleveland, and James S. Dudley Jr., 
Atlanta, executive committee. 

Other speakers were John F. Walsh, 
vice-president, Theodore A. Stemmer- 
mann, vice-president and actuary, 
Alan B. Doran and Eugene C. Kelly, 
assistant vice-presidents. 





Thomas E. Connolly Jr., assistant 
general agent at Stockton, Cal. of Man- 






The New MONY “Executive’’. . . ‘“‘economy-size” 
package of $10,000 or more with unusual 
conversion privileges. Provides lifetime family 
protection or retirement income, is also ideal 


business insurance. 


The New MONY “TMT”—Temporary Modified 
Term . . . provides $10,000 or more, 5-year con- 
vertible term insurance at exceptionally low rates. 


The New MONY “Flexible”. ..a $5,000 minimum 
policy, providing many features of the ‘‘Execu- 
tive” in a smaller “‘economy-size” package. 


The New MONY “Protective” . . . available in 
amounts under $5,000 with an automatic pro- 
vision for Double Indemnity in case of death by 


accidental means before age 65. 


hattan Life, was first charter member 
of the early birds chapter of the Man- 
hattan Club for sales accomplishment 
early in the new qualification period. 


1700 at Ontario Congress 


Some 1700 agents attended the an- 
nual Ontario Sales Congress, held at 
Toronto under the sponsorship of Tor- 
onto Life Underwriters Assn. 

Following remarks by Mort L. Levy, 
Imperial Life, president of the Toronto 
association, and K. M. Morden, London 
Life, congress chairman, addresses 
were made by O. Alfred Granum, 
Northwestern Mutual, Amery, Wis.; J. 


new 








‘policies! 


Donald Mingay, Prudential of England, 
Windsor, Ont., chairman of the Canadi- 
an association; Robert C. Gilmore Jr., 
Mutual Benefit Life, Bridgeport, Conn., 
past president of NALU; James E. 
Rutherford, vice-president in charge of 
Mid-America operations for Pruden- 
tial, and Alden C. Palmer, chairman of 
Insurance R. & R. 


CLUs, CPCUs Hold Parley 

A joint meeting was held at Cleve- 
land by the CPCU and CLU chapters. 
Discussion topic was whether or not 
agents should do a multiple line busi- 
ness. 








These 4 new, low-premium policies will meet the 
varying needs of policyholders in every income 
_ bracket. They reflect the company’s continuing effort 
2 to make more adequate amounts of life insurance 
: available to more families...at a cost they can afford. 
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FTC Rests Case Against 
American L.&A., Expect 


Motion to Dismiss 

The FTC’s case supporting its com- 
plaint charging American Life & Ac- 
cident with false advertising of A&H 
insurance was closed by Robert R. 
Sills, counsel, after Mr. Sills and Alvis 
Layne, counsel for the insurer, agreed 
on stipulations. Mr. Layne said he 
would file a motion for dismissal and 
was given until April 18 to do so. Mr. 
Sills was given until May 2 to reply. 
Mr. Layne also said that if Mr. Sills 
closes the case against Automobile 


At the agents’ forum conducted during the National ‘tins of wife Under- Owners Safety on April 11, the date to 
writers Columbus, O., convention by the committee of agents there was 2 which the case was continued, he 
panel discussion put on by the agents pictured here: Mrs. Laura Benham, Pru- would probably file a motion to dis- 
dential, Niagara Falls, N. Y., chairman of the women underwriters committee miss in that case. 


of NALU; Harry Gutmann, Mutual of New York, president of the New York 


Dismissal motions will be based, in 


City association; Robert C. Gilmore, Jr., Mutual Benefit Life, Bridgeport, Conn., jn part, on the ground that FTC has no 
immediate past president of NALU; Roy Simon, Penn Mutual, Chicago, and jurisdiction in complaints against the 
William Hendley, Mutual of New York, Columbia, S. C., NALU trustee. The insurers because they are regulated by 
agents’ forum was conducted by William Pryor, Connecticut Mutual, Mil- state law. 

waukee, chairman of the agents committee. 
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ACTUARIES 








CALIFORNIA 


IND. & NEB. 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 











—— 








RON STEVER and COMPANY 


CONSULTING ACTUARIES 
EMPLOYEE BENEFIT PLANS 


Les Angeles and San Francisco 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 

















MISSOURI 








| NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 

















Consulting Actuaries 
Employee Benefit Plans 

| Atlanta e Richmond « New York 
— 


ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 
211 West ostee Drive 


6 
Telephone FRanklin 2-2633 

















— 
ene 


Harry S. Tressel & Associates 
Consulting Actuaries 
10 S, LaSalle § St. Chicago 3, Illinois 























per S. Tressel, MA.LA. W. P. Kell 

‘olfman, F. . wood 
mm A. Moscovitch, A.S.A. M. Kazakoft 
D. Sneed L. Miler 














GA. VA.-N.Y. ST. LOUIS KANSAS CITY 
BOWLES, ANDREWS & 
TOWNE NEW YORK 








Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 

















OKLAHOMA 








W. J. BARR 
CONSULTING ACTUARY 


HOME STATE LIFE BUILDING 
OKLAHOMA CITY, OKLA. 

















PENNSYLVANIA 











CHASE CONOVER & CO. 











FRANK M. SPEAKMAN 


























Consulting Actuaries CONSULTING ACTUARY 
and Insurance Accountants ASSOCIATE 
Telephone FRanklin 2-3868 E. P. Higgins 
135 S. La Salle St. Chicage 3, Ill. THE BOURSE PHILADELPHIA 
LONG TERM BANK LOANS i LIFE AGENTS 
ARRANGED ON VESTED | GENERAL AGENTS 


RENEWAL CONTRACTS 


problems may be simplified and savings effected. 








AND BROKERS 


U. C. & G. C. serves the financial needs of those a in the awed ; eraate Business. Your tax 


pondence | 
UNDERWRITERS CREDIT & GUARANTY CORPORATION 
340 Pine Street, San Francisco 4, California 
California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 











FTC examiner Earl Cox said he 
would like to have the jurisdictional 
question determined “orn the basis of 
the record at this time”. 

e eo e 

Chief stipulation agreed upon was to 
the effect that during 1953 and 1954, 
the company sold at least 2,000 poli- 
cies of the type in evidence outside of 
Missouri. Attempts were made by Mr. 
Sills to obtain agreement upon spe- 
cific numbers of policies sold on the 
basis of certain mail advertising and a 
certain radio script advertisement of 
the company, but Mr. Layne balked. 
He said that the company’s premium 
income is twice as great in Missouri 
as in all other states and that it is 
“utterly impossible” for the company 
to determine how many policies were 
issued in response to a radio ad. 

Mr. Sills told the examiner that de- 
termination of the jurisdictional ques- 
tion might hinge on the advertising 
media used. 





Andrews Named in Cal. 


Commissioner McConnell of Califor- 
nia has appointed John N. Andrews 
assistant chief of the compliance and 
legal division in the department at San 
Francisco. He replaces Mervin R. Sam- 
uel, who has been promoted to chief 
of the division. Mr. Andrews has been 
with the department since 1936, and 
for the past several years has been in 
charge of the compliance bill in the 
compliance and legal division. 





Beling Brooklyn Speaker 


Brooklyn Insurance Brokers Assn. 
will hear Oscar Beling, manager of na- 
tional agency systems department of 
Royal-Liverpool, discuss the positive 
approach to meeting competition at a 
meeting April 14. 


Equitable, Iowa, Enters Fla. 


Equitable Life of Iowa has been 
licensed in Florida. General agencies 
will be established in Jacksonville, 
Miami and Tampa. 


OK Capital Hike for Dallas Insurer 

Stockholders of Mercantile Security 
Life of Dallas have approved a proposal 
to increase capital and surplus by $1,- 
050,000 through the sale of 35,000 
shares of stock at $30 each. This would 
result in combined capital and surplus 
of $4,202,278. The par value of present 
shares is $10 each. 








Names Two in Group Posis 

Occidental Life of California has 
named as assistant regional group su- 
pervisors James H. Story at Fresno, 
Cal., and Richard Nelson at Tulsa. Both 
men joined the company in 1953, Mr. 
Story at the home office and Mr. Nel- 
son at Dallas. 


U. S. Life Advances a 
Elizabeth Doogan 


At the annual stockholders meeting 
of United States 
Life Miss Eliza. 
beth V. Doogan 
was elected a di- 
rector and ap. 
pointed genera] 
counsel by the 
board. She is the 
first woman to be 
so honored by U, 
S. Life. 

Miss Doogan is 
a graduate of St, 
Johns’ university 
Elizabeth V. Doogan Law. School. She 
joined U. S. Life in 1943 as counsel. 








Pru Promotes Two on Coast 

Prudential has named Charles B, 
Gouert assistant production manager 
of the western home office mortgage 
loan department at Los Angeles, and 
has appointed Albert W. Buffington 
mortgage manager at Pasadena. Mr, 
Gouert joined the company in 1938 
and Mr. Buffington in 1932. 





4 There Goes The 
Ce Le 


Sure, we know that everybody 





wants a “Self-starter”, but 
we've got something HE wants 
—a new Direct Contract that’s 
a “naturai” for the man who is 
going places and wants to cash 
in on the trip. 





We have an exceptionally fine port- 
folio of standard and special Life 
policies, plus accident, sickness, 
surgical benefit and hospitalization 
coverages. 


DIRECT AGENCY openings in: 
Maryland, Ohio, Indiana, 
‘ome, Kentucky, Missouri, 
Mississippi and 
: Arkansas. 


Aye TO: 
- DeWitt Mills 
+3 of Agents 


Mutual Savings Life 


5701 Waterman St. Levis 12, Me. 





























Several companies have top open: 
ings for men with proven sales rec- 
ords who have done recruiting and 
training to take over general agen- 
cies in key cities. Many of these with 
very attractive financing. If you are 
an assistant manager or general 
agent in small city these key spots 
may be just what you are looking for. 
Send your qualifications confidential- 
ly to: 


FERGASON PERSONNEL 


330 S. Wells St. Chicago 6, Ill. 


HArrison 7-9040 
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Agenda Prepared 
For North Central 
LAA Round Table 


Centered around the theme “Treas- 
ure Chest of Ideas”, Life Advertisers 
Assn. will hold its North Central Round 
Table April 14-15 in the Blackstone 
hotel, Omaha. Richard S. Haggman, 
Kansas City Life, is chairman. 

Following the opening address by 
Morris Jacobs, president of Bozell & 
Jacobs, Omaha advertising and public 
relations firm, there will be a “Point 
of Sale” panel presentation, the partici- 

ts being Frank T. Culp Jr., Guaran- 
tee Mutual Life; Julian Leet, North- 
western Mutual; Ray Hamill, Bankers 
Life of Iowa, and John Durrell, Union 
Central. 

“Motivation Research” will be the 
topic of the luncheon speaker, Edward 
H. Weiss, president of Weiss & Geller, 
Chicago. 

The value of incentives will be con- 
sidered by the afternoon speakers, who 
are Gordon Nereim, vice-president and 
divisional sales director, Belnap & 
Thompson, Chicago; Don Clark, Secu- 
rity Mutual Life of Nebraska; Edwin 
P. Leader, Bankers Life of Iowa, and 
Gene Higgins, United Benefit Life. 
Honor guests at the dinner that even- 
ing will be Jack Morris, Business Men’s 
Assurance, past president of LAA, 
and the current president, A. H. Thie- 
mann, New York Life. 

Discussing direct mail ideas Friday 
will be G. M. Moodie of IBM, Chicago; 
and Lester Suhler, Look magazine, and 
James Curtin, Curtin & Pease, Toledo. 
N. Murray Longworth, president of 
United Benefit Life, will make the final 
talk. 





Don’t Shelve New Tax Law 
Waiting Official Rulings, 
St. Louis Seminar Told 


Agents should not hold their pend- 
ing and prospective estate planning 
cases until complete rules and regula- 
tions come from Washington regarding 
all facets of the new estate tax changes, 
Harry S. Redeker, general counsel of 
Fidelity Mutual Life, told the annual 
seminar sponsored jointly at St. Louis 
by Washington University and St. 
Louis Life Underwriters Assn. 

It may be several years before all 
phases of the new act are finally amp- 
lified and clarified, according to Mr. 
Redeker. The agent, in cooperation 
with sound legal counsel, should pro- 
ceed to go through with the estate in- 
surance protection plan in view of 
what is presently known about the ap- 
plication of the new law to any given 
case, he emphasized. 


Gallagher Retires 
at Philadelphia 


Walter Gallagher, manager of Man- 
ufacturers Life at Philadelphia since 
1934, has retired. He is succeeded by 
Arthur R. Gremel, formerly manager 
at Saginaw, Mich. 

Since 1942, Mr. Gremel has been at 
Saginaw and he is a past president of 
Michigan State Life Underwriters 
Assn. 

William J. Ennest, agency assistant 
at Saginaw, succeeds Mr. Gremel. He 
has been with the company since 1948. 


Gallbladder Disease Deaths Down 

Experience among industrial policy- 
holders of Metropolitan shows a 
marked decline in the death rate from 
diseases of the gallbladder, including 
gallstones. Among women in the group 
the death rate declined 7.7 per 100,000 
In 1936-1938 to 2.9 per 100,000 in 1951- 

93. Among males in the group the 
death rate was cut in half during the 


samie period—from 3.4 to 1.7 per 100,- 
000. Excess mortality was smallest 
among those with a history of the 
disease who, up to the time they were 
insured, had received only medical 
treatment compared with persons with 
a history of removal of the gallbladder 
within five years before application 
for insurance. 


Grogan to Guardian as 


Asst. Agency Director 


Thomas B. Grogan has_ joined 
Guardian Life as assistant agency di- 
rector. He will work on developing the 
brokerage program formerly directed 
by George L. Mendes, who was killed 
in an automobile accident in January. 

Mr. Grogan entered life insurance 
in 1946 as a New York City agent of 
Mutual . Benefit Life. He has done 
supervisory work since 1950, most 
recently as manager of Home Life’s 
New York City brokerage office. 


Kansas City Life Has 
Best First Quarter Sales 


Written volume of Kansas City Life 
for the first quarter totaled $47,568,811, 
a new high for that period and a gain 
well in-excess of 10% over the previ- 
ous record. 

Sales in each of the first three 








BAO TRE ot 





Crawford 
H. Ellis, president 
of Pan-American 
Life, is shown 
(center) receiving 
from Kenneth D. 
Hamer, vice-pres- 
ident and agency 
director, a stack 
ofapplica- 
tions written by 
agents in tribute 
to Mr. Ellis and 
Dr. E. G. Sim- 
mons, who is ex- 
ecutive vice-prest- 
dent (left), two of 
the .company’s 


founders. The presentation was made on the company’s 44th birthday at the 
home office in New Orleans. Mr. Ellis predicted the company soon will have 
$1 billfon of insurance in force. The company now has $738 million in force. 
Mr.Hamer announced the home office generai agency of Fisher E. Simmons 
Jr. led the president’s month campaign in March. 





months of 1955 broke the previous re- 
cords. 


Florida Rally for Monumental 
Monumental Life President’s Club 
will have an agents’ conference at Mi- 
ami Beach April 27-30. The group was 
organized in July by the president to 





reorganize outstanding achievement of 
field men, agents, staff managers and 
managers. Charter members will re- 
ceive awards at the meeting for their 
sales records, and their respective dis- 
trict offices will be given bronze 
plaques showing the names of charter 
members. 
























THE FLEXIBLE FIVE-STAR 


LNL agents like to prescribe the flexible 
Five-Star Annuity for doctors, lawyers and 
others who must provide their own old-age 


income. 


The 


Optional maturity dates enable the policy- 
holder to start his income early or late— 
anytime between ages 50 and 70. This flexi- 
bility brings definite tax advantages. And life 
insurance protection is provided by this low 
net-cost participating policy, in addition to 
the annuity benefits. 

Lincoln National’s flexible Five-Star An- 
nuity is another reason for our proud claim 
that LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 


5O# - -/955 
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EDITORIAL COMMENT 





Pension Costs and Over-45 Job-Seekers 


Fairly or unfairly, the higher cost of 
funding retirement benefits for older 
workers seems to be getting blamed for 
quite a lot of the trouble that over-45 
workers are having when they try to 
find employment. For example, the U. 
S. Labor Department wants Congress 
to appropriate funds to finance ad- 
ditional studies on the problem of em- 
ploying older workers and one of the 
major questions on the department’s 
list is what effect pension plan costs 
have on the job situation. 

An extensive article in the April 
issue of U. S. News & World Report 
on the over-45 job-seeker’s troubles 
quotes Undersecretary of Labor Larson 
as saying that the “essence of the 
problem” is that an employer with a 
private pension plan has to pay more 
into his pension fund when he gives 
a job to an older worker and that it 
may cost the employer $5,000 in back 
“credits” to put a 60-year-old man to 
work. 

The article also quotes Vice-presi- 
dent Edwin C. McDonald of Metropoli- 
tan Life as saying that the difficulty 
that older people find in getting a job 
has nothing to do with pension costs, 
that it is just a question of the busi- 
ness cycle. Mr. McDonald said that if a 
lot of workers are available, employ- 
ers tend to hire the youngers ones— 
that long before pensions became pop- 
ular there was just as much reluctance 
to hire older workers as there is now. 

Discounting our natural prejudice in 
favor of the insurance viewpoint, we 
still believe that on balance the view- 
point expressed by Mr. McDonald is 
the correct one, particularly in times 
like the present when business is 
booming in most lines and hence most 
corporations are likely to regard the 
money they put into the pension fund 
as chicken-feed, after the income-tax 
deduction is taken. 

Many reasons seem more cogent than 
pension costs in the matter of hiring or 
not hiring older workers: The employ- 
er wants a worker who has a high 
“business life expectancy,” so that the 
company, after going to the expense of 
training him, will get a return on its 
investment for many years in the fu- 
ture. The older worker is likely to be 
thought of as “sot in his ways.” Em- 
ployers are likely to feel that if a man 
has reached his mid-40s and is out of a 
job or wanting to change he probably 
wasn’t particularly satisfactory where 
he has been and wouldn’t be much 


more so in a new job. 

But in spite of all this, it may well 
be that the investigation that the La- 
bor department is starting out on and 
other studies as well will: succeed in 
hanging a fairly important share of 
blame for the older worker’s plight on 
pension costs. It does cost more to take 
on a worker with substantial past ser- 
vice that must be funded than to take 
on a younger employe. This can be 
supported mathematically, whereas 
some of the other factors are much 
more elusive, even though they—and 
not pension costs—are the real reasons 
why workers age 45 and over find it 
difficult to get jobs. Many of the so- 
called reasons against employing older 
workers are nothing but prejudice. 
Nobody likes to admit to a hiring poli- 
cy based on prejudice. It looks better 
to let the blame fall on the compara- 
tively minor factor of pension costs. 

It seems to us that the insurance 
business has a definite interest in 
making it clear to the public, the la- 
bor department, and Congress just 
how large—or rather how small—a 
factor the cost of pensions really is in 
keeping older workers from getting 
jobs. If this is not done, the insurance 
companies are going to find them- 
selves not only blamed for something 
that is not their fault but blamed to an 
extent that would be unjust even if 
the insurers were the guilty parties. 

Also, since it is a fact of life that 
past service must be funded if a pen- 
ion plan is to be sound, it seems as if 
life companies and other organizations 
interested in sound pension plans 
should develop some system under 
which a worker can carry his accumu- 
lated pension benefits from one job to 
the next. Sometimes it is argued in 
favor of the non-vested pension plan 
that it tends to reduce turnover. But 
this is short-sighted. It tends to keep 
the less competent worker clinging to 
his job while the abler man, bitter as 
he may be and leaving his pension 
rights behind him, goes on to the bet- 
ter job that a competitor offers him. 

Moreover, the absence of any gen- 
eral plan for permitting workers to 
keep their pension rights in spite of 
changing jobs plays directly into the 
hands of those who would like to see 
social security retirement benefits ex- 
panded to the point where they would 
virtually push privately financed pen- 
sion plans out of the picture. 

The worker carries his social securi- 
ty rights with him. It is natural for 


him to ask why he can’t carry his pri- 
vately-funded benefits with him, as 
well. As pensions and retirement plans 
become more and more widespread, 
the excuses for not developing a sys- 
tem of transferrable benefits become 
thinner. It would be unfortunate in- 
deed to let social security take over 
the nation’s entire pension liability, for 
it would seriously affect not only cor- 
porate pension plans but also those 
sold to individuals by agents. 


PERSONALS 


Joseph M. Bryan, first vice-president 
of Jefferson Standard Life, is honorary 
chairman of the annual Greater 
Greensboro, N. C., open golf tourna- 
ment April 13-17 at Sedgefield Golf 
Club. 











E. W. Craig, chairman of National 
Life & Accident, and Guilford Dudley 
Jr., president of Life & Casualty, have 
been elected vice-president and trea- 
surer, respectively, of United Givers 
Fund of Nashville. 


Ira L. McKinnie, assistant secretary 
of Franklin Life, this month is cele- 
brating his 50th anniversary with the 
company. His first position was a as- 
sistant to the then president, Edgar S. 
Scott. 


James M. Phebus, supervisor of the 
west Tennessee office, at Union City, 
of Commonwealth Life, has been elec- 
ted president of Union City junior 
chamber of commerce. 


Norman H. Nelson, vice-president of 
Minnesota Mutual Life, has been 
elected a director of St. Paul chamber 
of commerce. 


Leland J. Kalmbach, president of 
Massachusetts Mutual Life, has been 
elected a director of Springfield Fire 


DEATHS 


RALPH A. HOLVENSTOT, 70, 
manager for Security Mutual Life 
of New York at Appleton, Wis., died 
at is home after an illness of several 
months. He started in the business at 
Eau Claire, Wis., and was located in 
Milwaukee before going to Appleton 
in 1941. 











BERTRAM C. NELSON, 73, who 
started as a life agent with North- 
western Mutual Life at Peoria in 
1919, died in a Milwaukee hospital 
after a brief illness. He went to Mil- 
waukee in 1931 and had been retired 
since 1950, making his home in Fort 


Lauderdale, Fla. He was in Milway. 
kee on a visit when he died. He was 
frequent speaker on local, state ang 
national insurance programs, and also 
wrote articles and books. Two of his 
best known books are “Sign Here” 
and “Building a Business’’. 


EDWIN J. ALLEN, 53, partner jp 
Allen-Pratt agency of John Hancock 
at New York, died 
unexpectedly of a 
heart ailment at 
Manhasset, N. Y., 
General hospital. 
He was a director 
of the New York 
City Life Under- 
writers Assn. and 
had served as 
chairman of its 
committee on 
NALU headquart- 
ers location. He 
was a past presi- 
dent of the New York City CLU chap. 
ter. He entered the business in 1921 as 
part-time agent of Paul F. Clark agen. 
cy in Boston and was appointed gener- 
al agent in New York in 1951. 





Edwin J. Allen 


HARRY GOETZ, manager of Union 
Central Life at Omaha until March 1, 
died while under surgery in a hospital 
there. He was 61. Mr. Goetz, whose 
father also was an agent and whose 
brother was a life insurance examiner 
in Omaha, had been associated with 
Union Central in that city since 1928, 
He was named acting manager in 
1944 and was advanced to manager in 
1947. Last month he became associate 
manager and Roy A. Mattson, form- 
erly of the company’s Kansas City 
agency, was appointed manager at 
Omaha. 


W. ELLIS STEWART, 63, executive 
vice-president of Supreme Liberty 
Life, Chicago, died there in his home. 
Mr. Stewart was vice-president and 
secretary of the company since its for- 
mation in 1921, becoming executive 
vice president in April of 1954. A vet- 
eran of World War I, he held a BS. de- 
gree in insurance from University of 
Illinois and was a graduate of Chicago 
Law School. He was secretary of Na- 
tional Insurance Assn. from 1925-37 
and president 1948-49. 


HARRY LUCAS, Metropolitan man- 
ager at Salina, Kan., died in New 
England Deaconess hospital in Boston 
at age 53. He had been in poor health 
for several years. Exceptionally active 
in association affairs, he served in an 
official capacity for the Salina and 
Kansas City Life Underwriters Assns. 
and the Western and the Kansas City 
General Agents & Managers Assns. 


NATHAN LIEBERMAN, 74, with 
Provident L. & A. at Lincoln, Neb, 
and a past-president of the Life Un- 
derwriters Assn. there, died. 


W. B. ALSIP. retired manager for 
Sun Life of Canada at Louisville died 
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there at age 72. He retired about eight 
years ago after about 20 years with 
the company. 


CLYDE GIBBS, 63, home office su- 
pervisor of American L.&A., died at 
his home in Louisville. He was with 
the company 28 years. 


APPRAISING APPS 
New Agent Should Be 


in Honeymoon Mood 
By DR. HARRY DINGMAN 


Honeymoon appraisal can be and 
should be given newly signed agents. 
Their applications should be chan- 
nelled for several weeks to a senior 
underwriter. Not for concessions in in- 
surability so much as for indoctrina- 
tion and diplomatic handling. Signing 
of an agency contract should be con- 
sidered a preliminary sale. Final sale 
is not made until agent accepts and 
subscribes to company practices. 

A newly signed agent should himself 
be in honeymoon mood and give his 
company preferred applications on 
preferred prospects. He improves his 
status thereby. Very naturally he won- 
ders how his previous rejections would 
be considered by his new underwriting 
associates. He should restrain his sub- 
missions. He shouldn’t expect too much 
on a honeymoon. 

Spot appraisal, whereby all applica- 
tions of an agency converge to one 
desk, has value when an agent is 
complaining of service or rate-ups 
or restrictions. He may be blaming 
home office when the fault lies in 
caliber of business submitted. Sur- 
vey should be made of all his ap- 
plications during the previous few 
months plus all current’ business 
for a two month period. 

Indeterminate appraisal is inevit- 
able in many cases. Habits history 
indefinite. Medical history uncertain. 
Yet, overall, the applicant appears to 
deserve coverage. On judgment basis 
some such risks are accepted as sub- 
standard, e. g., 150 or 200% mortality 
basis. Consultative consideration is 
desirable. Indeterminate conclusion is 
particularly applicable with applica- 
tions for small amounts where the 
premium is not large enough to war- 
rant special tests or prolonged corres- 
pondence. 











_Weakminded appraisal is never justi- 
fiable, but does happen in some home 
offices when pressure is applied by 
high powered agents of strong person- 
ality who are well fortified by under- 
writing knowledge. Particularly vul- 
nerable are home office appraisers at 
time of company conventions. An agent 
may seek review of 10 nonstandard 
cases. To say no on the first eight re- 
views and again on the ninth and on 
the tenth requires sturdy strongmind- 
edness. Openmindedness must prevail, 
and it is weakmindedness in reverse— 
call it stubbornness if you wish—to re- 
fuse to alter a decision just because. 
This is an excerpt from the new edition of 
Risk Appraisal” by Dr. Harry Dingman, vice- 
president of Continental Assurance. Acknowl- 
edged as an authoritative work throughout the 
Insurance world, more than 800 life and A&H 
companies use the book as a basic text. It has 
received enthusiastic praise from many million 
dollar producers. The new edition now is 
available from the National Underwriter Co., 


420 East Fourth street, Cincinnati, or any of 
its branch offices. The price is $12.50. 





Hancock Has New Miami Office 


John Hancock has opened a district 
agency at Miami with Alfred Keefe 
as district manager. Carl G. Berns and 
Melvin R. Van Voorhis are assistant 
district managers. It is the first dis- 
trict office of the company in the state. 
Mr. Keefe joined the company in San 


Francisco and recently has been in the 
regional organization. Mr. Berns joined 
the company in 1947 and has been as- 
sistant district manager at Irving Park, 
Ill., since 1952. Mr. Van Voorhis went 
with the company in 1949 and recently 
has been assistant manager at Fort 
Wayne, Ind. 


Zone 5 of NAIC 
Meets at Santa Fe 


Commissioners in zone 5 of NAIC 
conducted a two-day meeting last 
week at Santa Fe, N. M., with Superin- 
tendent Apodaca of New Mexico pre- 
siding. 

The commissioners from Arkansas, 
Colorado, Kansas, Nebraska, Oklaho- 
ma, Texas and Wyoming were wel- 
comed by the mayor of Santa Fe and 
members of the New Mexico insurance 
board, with responses by Commission- 
ers Beery of Colorado and Hunt of Ok- 
lahoma. 

Addresses the first day were given 
by Richard H. Robinson, New Mexico 
attorney general, on “The Crossroads 
of State Supervision of Insurance’; 
Frank T. Di Luzio, manager of the 
atomic energy commission at Los 
Alamos, on “Safety in the Atomic Age,” 
and Gov. Simms of New Mexico on 
“The Opportunities for Economic De- 
velopment in this Area.” 

The first afternoon those attending 
the meeting took a tour of Taos and 
the Indian country. 

The second morning R. H. Harmon, 
assistant manager of Mountain States 
Inspection Bureau, and Jack E. Larson, 
secretary of Multiple Peril Insurance 
Rating Organization, spoke on home 
owners insurance plans A, B and C. 
Mercantile block, commercial property 
floaters and dealers block policies were 
covered by William Iliff, marine pro- 
duction superintendent of Fireman’s 
Fund group at San Francisco, and W. 
H. Rodda, secretary of Transportation 
Insurance Rating Bureau. 





SBLI Bills in Pennsylvania 


Legislation that would permit sav- 
ings banks in Pennsylvania to issue life 
insurance and annuity contracts up to 
a limit of $5,000 per person has been 
introduced in the legislature with bi- 
partisan sponsorship. The bills would 
make available to Pennsylvania the 
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Four prominent National Assn. of Life Underwriters women were guests on 


Radio Station WTVN at Columbus, O., during the NALU midyear meeting: 
From left, Ann Bickerton, NALU director of field services; Elsie Doyle, Union 
Central, Cincinnati, NALU trustee; Nita Hutch of WTVN; Florence McConnell, 
John Hancock, Galesburg, Ill., chairman Women’s Quarter Million Dollar 
Round Table; and Laura Benham, Prudential, Niagara Falls, N. Y., chairman 


women underwriters committee. 








Massachusetts, New York and Connec- 
ticut system of life insurance sales by 
mutual savings banks over-the-count- 
er and at the buyer’s own initiative. 
Previous attempts to pass similar leg- 
islation have failed. 





Six Texas Life Companies Licensed 


Six new Texas companies were 
licensed during March. Listed below 
in order are the company name, home 
city, president and combined capital 
and surplus, where available. 

United Merchants Life, Dallas, Reu- 
ben Williams, Dallas, $37,500; Citi- 
zens Fidelity, Waco, Walter G. Lacy 
Jr., $51,000; Royal Life, Houston, L. 
R. Scroggins, $37,500; Central Security 


Life, Fort Worth, R. G. Campbell, 
$37,500; Great Commonwealth Life, 
Dallas, A. J. Lewis, $37,500; Golden 
West Life, San Antonio, E. M. Stevens. 





Minneapolis-St. Paul 
Phone Book Ready 


The Minneapolis and St. Paul In- 
surance Telephone Directory has 
just been published by National 
Underwriter Co., incorporating the 
many changes in the Twin City 
telephone numbering system. Cop- 
ies may be ordered from National 
Underwriter Co., 420 East 4th 
street, Cincinnati. The price is $1. 
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COMPLETE LIFE INSURANCE 
COVERAGES—Ages 0-60 
ALSO ACCIDENT, HEALTH, 

HOSPITALIZATION AND MEDICAL 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 
WILLIAM J. ALEXANDER, PRESIDENT 
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ASSETS ‘189,916,371.30 + 


1954 GAIN IN ASSETS 
$7,907,679.51 


10-YEAR GAIN IN ASSETS 
$58,913,994.01 


insurance in Force . . . - $562,916,923 
Benefits Pald ... eee $800,000,000 


Proud of Our Past... 


Prouder Still of Our Present... 


Facing the Future Confidently 
In Our 73rd Year 








FROM MODERN WOODMEN 
OF AMERICA 


q ASSET DISTRIBUTION 


74.1% Bonds & Stocks 
17.8% Mortgages 


8.1% Other Assets 


* 1955 DIVIDEND SCHEDULE INCREASED 
* $1,000,000 OVER 1954 


ea 
< Increased earnings and the opportunity to “get ahead” 
e are built into the future of the Modern Woodmen 


agent. If you want a career with a 
future—one that will give you op- 
portunity to use your talents to the 
fullest—there’s a place for you at 
Modern Woodmen. 


ROCK ISLAND, ILLINOIS 








14 


April 8, 1955 





aa 
a, 3 





SYMBOL 
OF 


SUCCESS 


Life of Georgia proudly salutes 
Monroe, Louisiana, winner of 
the J. N. McEachern Trophy 
for 1954. The Monroe District 
produced the Company’s best 
record for the year in sales of 
life insurance and service to 
policyholders. The Trophy-— 
symbol of success in group 
teamwork and achievement— 
is presented annually to the 
outstanding District in the 
11-state area served by 

Life of Georgia. 








WINNERS of the J. N. McEachern TROPHY: 


Roy A. 
(second = from 
left), vice-presj. 
dent and agency 
director of Union 
Casualty & Life, j, 
shown  congraty. 
lating Matthew 
Jaffe, president of 
Jaffe Associates 
agency in New 
York City, on win. 
ning the pres. 
dent’s trophy for 
the agency leading 
in paid-for com. 
missions. Mr. Jaf. 
fe’s brother and 
‘ partner, Daniel, 

(right) holds the 
—. (ts oes trophy for exceed. 
hicago (left) also received an agency trophy. Th 


Foan 





quota. Allen Derfman of C 





presentations were made at the annual awards luncheon in New York City, 
Phoenix Mutual Names McCaffery Leaves Mutual 
Two in East, South of N. Y. to Open Office 


Phoenix Mutual Life has appointed Robert L. McCaffery has resigned as 


Meme 0... eos sees des 1944 Charlottesville, Va. ...... 1949 

Fort Lauderdale, Fla. ....1945 Decatur, Ga. ............ 1950 

Spartanburg, S.C. ....... 1946 Pahokee, Fla. ........... 1951 

Knoxville, Tenn. ......... 1947 Owensboro, Ky. ......... 1952 

Newnan, Ga. ........... 1948 Lexington, Ky. .......... 1953 
Monroe, La. ...........- 1954 


HY 


MORE THAN A BILLION DOLLARS 
LIFE INSURANCE IN FORCE 








INSURES THE SOUTH . 


HOme OCHEICE 


SINCE 1891 ¢ 


attanta 














NOTE 


NEWS Bf 1 


from 
A WELL-BALANCED COMPANY 


New Pension Trust Policy 
Offers Unusual Flexibility 


In this new policy you may have insurance protection 
and retirement income in any desired proportion. Each 
benefit stands separately although in the same policy. 


A “‘stop-and-go”’ feature makes this policy 
of particular interest to the buyer. 


The plan is provided at a very low cost. Cash value 
is 90% of reserve the first year; 95% the second; 
and 100% the third. Annual dividends. 


**Redistribution’’ commission scale. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 











Alvin H. Polley Jr. and Frederick J. 
Connor to newly created positions of 
area superintendent. Mr. Polley will 
supervise agencies in an area compris- 
ing metropolitan New York City and 
the six New England states. Mr. Con- 
nor’s area will include New York, 
Pennsylvania, New Jersey, Maryland, 
District of Columbia, North Carolina, 
Tennessee and Georgia. 

Mr. Polley joined the company in 
Portland, Me., in 1948 and later was 
agency supervisor at Cleveland, Chi- 
cago, and Milwaukee, and most recent- 
ly he has been manager of New York 
City Downtown agency. He is a CLU. 

Mr. Connor went with the company 
in 1946 at Springfield, Mass., was ap- 
pointed a supervisor in 1948 and re- 
cently has been manager at Oklahoma 
City. 


Fidelity Life, Ill. Raises 
Dudderar to Sales Director 


Fidelity Life of MIlinois has ad- 
vanced R. A. Dudderar, former super- 
visor for Iowa, to 1st vice-president 
and director of sales. Mr. Dudderar 
has been with the company in various 
capacities for 20 years. 


Automobile Owners Safety 


FTC Hearing Postponed 


WASHINGTON—A further hearing 
on the federal trade commission’s 
complaint of false and misleading ad- 
vertising of A&H against Automobile 
Owners Safety was postponed from 
March 31 to April 11 because the 
transcript of an earlier hearing was 
not ready. 


LOMA Grads See Films 


Society of Life Office Management 
Assn. Graduates viewed a film on 
heart research and the role of Life 
Insurance Medical Research Fund at a 
meeting in New York City. Films on 
the part a life agent plays in his 
community, public relations activities 
of Institute of Life Insurance and a 
feature also were shown. Arthur C. 
Daniels, vice-president of the institute, 
introduced the films. 


300 Attend Alabama Forum 


More than 300 agents attended the 
annual forum of Alabama Life Under- 
writers Assn., held at Mobile. Speak- 
ers were W. N. Culp, Jr., vice-presi- 
dent of Southern L.&H.; Paul S. Cul- 
pepper, Life of Virginia manager at 
Augusta, Ga., and Walter M. Smith, 
Metropolitan, Rutherford, N. C. 











® The Hackman & Feusel agency of 
Lincoln National Life at Los Angeles 
is moving to new and larger quarters 
at 639 South New Hampshire street. 


director of accounting and statistics of 
Mutual of New York to establish his 
own office management consulting 
business in Tuckahoe, N. Y. 

During his 13 years with the compa- 
ny Mr. McCaffery served as chairman 
to President Lewis W. Douglas, now 
chairman, reorganized and adminis- 
tered Mutual’s personnel activities, 
participated in developing the public 
relations program, made a study re- 
sulting in reorganization of planning 
activities, and supervised premium and 
dividend accounting, payroll, mortgage 
loan accounting and tabulating. 


Criddle Joins Continental, Tex. 

E. T. Criddle II joined Continental 
Life of Fort Worth as director of a- 
gencies. He formerly was supervisor of 
agencies for Jackson Life of Tennes- 
see. Before that for five years he was 
Farm Bureau Life as sales supervisor 
for northwestern Missouri. 











A Combination Company offering 
all forms of Ordinary Life, Weekly 
Premium Life, Hospitalization, 
Health and Accident, and Credit 
Life Insurance. 


$161,936,345 
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Kemper Farm Insurer 
Agents Get Life Facility 


A large percentage of the agents of 
American Farmers Mutual of Illinois, 
a member of the Kemper group, also 
now represent Fidelity Life of Fulton, 
Ill. 

Two officers of Lumbermens Mutual 
Casualty, N. C. Flanagin, vice-presi- 
dent, and Chase M. Smith, general 
counsel, have been elected to the board 
of Fidelity Life, a mutual legal reserve 
life company which had operated as a 
fraternal benefit association until 1953. 
At the first of the year it had about $70 
million of insurance in force. 

Competition from other insurance 
groups specializing in the farm market 
led to the arrangement between Amer- 
ican Farmers and Fidelity Life, accord- 
ing to Mr. Flanagin who said today’s 
typical farm agent needs a life connec- 
tion. All of the giants in the farm field, 
such as the State Farm companies of 
Bloomington, Ill., the various groups of 
farm bureau companies, and Farmers 
Exchange of Los Angeles, offer their 
agents full property and life insurance 
facilities. Farmers of Los Angeles only 
a couple of years ago bought a life 
company, then New World Life of 
Seattle, so that its agents could offer 
an across the line service. 

Mr. Flanagin said the arrangement 
with Fidelity presently affects only 
American Farmers’ agents. He said, 
however, eventually there may be some 
development along this line for agents 
of other Kemper companies. 





National, Vt. General 


Agents Elect Officers 


Harold T. Dillon, Atlanta, was elect- 
ed president of National Life of Ver- 
mont’s general agents association at 
the conference in Hollywood Beach, 
Fla. Mr. Dillon, whose agency led 
the company’s 60 general agencies 
in paid business in 1954, succeeded 
Fred S. Brynn, Burlington, Vt. 

The association elected Edward H. 
VonDeck, Washington, vice-president; 
Norman Smyth, Denver, secretary- 
treasurer; H. F. Johnson, Chicago, 
director for two years; and William 
B. Richardson, Roanoke, Va., one- 
year director. The officers, Mr. Brynn 
and Arthur L. Beck, Buffalo, make 
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up the executive committee. 

Deane C. Davis, company president, 
awarded the presidents’ trophy to 
Philip F. Hodes, general agent at New 
York City, for outstanding perform- 
ance in all phases of operation. 
Plaques were presented to Edwin L. 
Grose Jr., Phoenix, second place; Mr. 
Johnson, third place; and Harold 
Smyth, Hartford, fourth place. 


Hertzberg, Allen Leave 
Fidelity Life of Illinois 

Two Fidelity Life of Fulton, IIl., of- 
ficials, T. O. Hertzberg, 1st vice-pres- 


ident and director of sales, and Harold 
Allen, vice-president and director of 








T. 0. Hertzberg Harold Allen 


sales promotion, no longer are associa- 
ted with the company. Neither has an- 
nounced his future plans. 

Before joining the company in 1942 
Mr. Hertzberg served as agency depart- 
ment assistant for Provident Mutual 
Life and Equitable Life of Iowa. 

Mr. Allen, with Fidelity since 1930, 
served as agency assistant before being 
named vice-president. He has been ac- 
tive in Life Advertisers Assn. affairs. 


Equitable Names Two 


Managers, 7 Unit Heads 


Equitable Society has appointed 
Joseph J. Persha manager to succeed 
William C. Moore at Great Falls, Mont., 
and Robert D. Metcalf manager to re- 
place Dwight E. Lambert at Sacra- 
mento, Cal. 

Mr. Persha joined the company at 
Shelby, Mont., in 1943 and became 
district manager in Great Falls in 1946. 
Mr. Metcalf joined Equitable at Sac- 
ramento in 1945 and became district 
manager there in 1947. 

Mr. Moore, while retiring from man- 
agerial work, is continuing in personal 
production. Mr. Lambert will also de- 
vote full time to personal production. 

Equitable has appointed as unit man- 
ager A. Douglas Maas, San Francisco, 
Hemphill agency; Daniel S. McLeod, 
Sioux City, Poole agency; Walter R. 
Sapp, Pittsburgh, Kennon agency; 
Walter S. Speir, West Palm Beach, 
Cassidy agency; Edmund P. Steel, 
Trenton, Dickenson agency; Stanley S. 
Watts, Norfolk, Va., Ferebee agency; 
and Lee B. Winkler, New York City, 
Weiner agency. 


Aetna General Agents 
Form Partnership 


James P. Graham Jr., general agent 
of Aetna Life at Baltimore since 1937, 
and Harry I. Warren 3rd have formed 
a partnership to be known as Graham 
& Warren and will continue to repre- 
sent the company in the area. 

Mr. Graham has been a gneral agent 
of Aetna for 29 years in New York 
City and Springfield, Mass., and Balti- 
more. 


Aetna 90 Years in N. Y. 


Aetna Life’s general agency organi- 
zation is observing its 90th year in 
New York City, having grown from 
one general agency in 1865 to the pres- 
ent five in the city area. General agents 
are Krebs & McWilliams, 151 William 
street, Louis V. Sechtman, 60 East 42nd 
street, Arthur H. Bikoff, 630 Fifth 
avenue, all in Manhattan, Gilbert V. 
Austin, 16 Court street, Brooklyn, and 
Leslie D. Briant, 30 South Broadway, 
Yonkers. 





Travelers Lists New 
Executive Assignments 


Several administrative personnel 
changes have been made by the Tra- 
velers companies. 

Gladden W. Baker, recently named 
as board finance committee chairman, 
has officially retired as vice-president 
and treasurer to devote himself wholly 
to supervision of the investing and 
lending of funds. 

Daniel M. Duffield was promoted 
from assistant treasurer to 2nd vice- 
president and Kenneth R. Lee from as- 


sistant treasurer to treasurer. Mr, Duf- 
field, assisted by Mr. Lee, will have 
charge of securities investments. 

Allan C. Robotham was promoted 
from assistant comptroller to assistant 
cashier and Guy E. Bramon Jr., who 
has been executive assistant in the 
executive department, was transferred 
to the premium accounting depart- 
ment with the title of assistant secre- 
tary. 

Bruce P. Henn, assistant secretary 
of the methods and planning depart- 
ment, has been transferred to the chaim 
department in the same capacity. 








Nate Kaufman 


Life and Qualifying 
Member 


OUR 
MILLION DOLLAR 
ROUND TABLE 


Maurice A. Kennedy sa 
Life and Qualifying 
ember 


Indianapolis Life again points with pride to the 
accomplishments of its five representatives who 
are members of the Million Dollar Round Table. 
It’s a well deserved reward for them... a reflec- 
tion of quality standing for their company. 





H. Bruce Veazey 
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Warren E. Brougher 
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Julian W. Schwab 


life Member 
(Deceosed—exceeded 
$1,000,000 prior to 
death in 1954) 
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J. S. Jones, H. H. Winn 


Join Southern Republic 


Southern Republic Life of Houston 
has appointed Jewel S. Jones execu- 
tive vice-president and Harlan H. Winn 
assistant vice-president and director of 
agencies. Both also have been named 
to the board. 

Mr. Jones entered insurance in 
1928 as an agent for Atlas Life at El 
Dorado, Ark., later advancing to man- 
ager at Kilgore, Tex., and then to the 
home office as agency director. He 
went to Houston in 1946 as manager 


for Occidental Life of California and 
later was with Guardian Life as reg- 
ional manager. One of the founders of 
Insurance Club of Houston, he is a 
past president of Tulsa and Houston 
Life Underwriters Assns. 

A 25-year insurance veteran, Mr. 
Winn served as a manager for Trave- 
lers in Texas and Florida and as as- 
sistant superintendent of agencies in 
the home office. He then returned to 
Texas where he served with Pacific 
Mutual Life and with Protective Life 
of Alabama as supervisor of agencies 
for Texas. He also is a past president 
of Houston Life Underwriters Assn. 








Invitation To A Career 


The agency head who keeps several copies of Invitation 
To A Career in circulation will be busily engaged in a con- 


tinuous recruiting process . . 


. because this fascinating, new 


. oe ; j 58 page book—just off the press—tells the story of life in- 


gilded. 











surance selling to prospective agents in stimulating, yet 
challenging style. No punches are pulled; 


the lily is not 


Invitation To A Career answers the basic questions in the 
mind of anyone considering life insurance for the first time. 
Will supplement beautifully your own company material. 


Single copy $2.75; 2-10 copies, $2.65 each. Like no other 
book ever published on recruiting. 


THE THSURANCE RESEARCH :& REVIEW SERMIGE 


. Hilbert Rust, CL U., President 
7 NDIANAPOLIS 











GUARANTEE FUTURE PROTECTION 


With life insurance, carefully planned for your indi- 
vidual family needs by the Praetorians. . . 


in protective benefits for over 55 years. 


SINCE 1898 


THE PRAETORIANS 
Life , 


DALLAS, TEXAS 


experienced 











48th Year of 


Friendly Dependable Service 





Peoples Life proudly salutes its 
Agency Force for Outstanding Suc- 
cess in presenting to the public 
Financial Independence and Life 
Time Security via Life Insurance 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 
Frankfort - 


Indiana 
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Modern Woodmen Has 
Assets of $190 Million 


Modern Woodmen showed assets of 
$189,916,000 at the year-end, a gain of 
more than $7,900,000 for the year, and 
a $59 million increase for the past 10 
years. 

Certificate reserves showed a gain 
of more than $5,800,000 and totaled 
$153,722,000, with contingency re- 
serves and unassigned funds at $19,- 
176,000. The average rate of interest 
reported is 4.24%, with a net amount of 
interest received for the year at $7,- 
648,000. 

Insurance in force increased by $6,- 
616,000, with a total of $562,916,000 at 
the year-end. 


$420 Million in Force 
for Royal Neighbors 


Life insurance in force of Royal 
Neighbors amounted to $420,054,129 at 
Dec. 31,1954, an increase during the 
year of $5,004,275. New paid for busi- 
ness totaled $22,200,500, and member- 
ship reached 557,109. 

Assets increased $5,207,274 to total 
$152,490,455. The net interest rate 
earned was 3.48%, compared with 
3.45% in 1953. Unassigned funds gained 
$1,299,526 to total $16,793,656. 

Benefit payments amounted to $7,- 
111,797, an increase of $144,731, with 
dividend payments accounting for $1,- 
815,143, higher by $135,461. 


84 Modern Woodmen Field 
Men Win New Orleans Trip 


Eighty-four trip-winning state and 
district managers and district agents 
of Modern Woodmen met in New Or- 
leans for a four-day sales conference. 

A banquet highlighted conference 
events, with Robert L. Walker, presi- 
dent of National Assn. of Life Under- 
writers, as the speaker. Other topics 
discussed covered expansion plans for 
1955. Agents qualified for the free trip 
by their 1954 production records. 








Tenn. Passes Fraternal Bills 


The Tennessee legislature has ad- 
journed after passing legislation which 
would raise from 60 to 64 years the 
maximum age for insurance by fra- 
ternal benefit societies, remove the 
$3,000 limit on benefits which may be 
paid under a policy of this type and 
set a new maximum of $10,000 on the 
size of policies which may be written 
by the societies. Another bill passed 
would require burial insurance com- 
panies and associations to pay off pol- 
icies in cash instead of merchandise 
and services. It does not affect poli- 
cies in force. 

Also passed was a bill prohibiting 
operation in the state of insurers 
owned or controlled by foreign % »vern- 
ments. 


K. of C. Names Three 


Knights of Columbus has promoted 
Joseph L. Matarella and Joseph Kehoe 
from field agencies to general agencies, 
the former for northeast Pennsylvania 
and the latter for north Philadelphia 
and southeast Pennsylvania districts. 

Robert F. O’Brien has been named 
general agent for central and north- 
east districts of Wisconsin. 








Maccabees Has Agent Course 
Maccabees concluded its third insur- 
ance training course for new represen- 
tatives at the home office in Detroit. 
Before the school trainees spent a week 


at Purdue University taking the mar. 
keting course there. The Maccabheey 
program, initiated a year ago, is de. 
signed to be a continuation of the Pur. 
due course. 

The group was addressed by John ¢, 
Lehr, president. 


Wis. Fraternalists 
Elect Miss Gamble 


MILWAUKEE—Miss Myrtle 
Gamble, Catholic Knights of Wiscon- 
sin, was elected president of Wisconsin 
Fraternal Congress at the annual meet. 
ing, succeeding Charles Taticek, West. 
ern Bohemian Fraternal. Others named 
were August Springob, Catholic Family 
Life, vice-president; Joseph B. Swider- 
ski, Federation Life of America, secre. 
tary, and Mrs. Margaret Wiese, Royal 
Neighbors, treasurer. 

Directors elected were Fred Polzin, 
Lutheran Brotherhood, Mrs. Elizabeth 
Delaney, Women’s Catholic Order of 
Foresters; William Engert, National 
Mutual Benefit, and Frank Stepanich, 
Western Bohemian. 

Representatives of the 27 life frater- 
nais head talks by Philip Dressler, trust 
officer of Marshall & Ilsley Bank, and 
District Judge Robert W. Hansen of 
Milwaukee. 





Royal Neighbors Boosts 


Interest Rate on Options 


Because of favorable interest earn- 
ings Royal Neighbors has increased the 
rate of interest allowed under the three 
settlement options. 

Interest on certificate proceeds left 
with the society has been increased 
from 242% to 3%, a full 1% over the 
guaranteed rate. 

Under options providing _install- 
ments for a fixed period and provid- 
ing life income with payments for a 
guaranteed period, the rate of interest 
will be 3.2%, up from 2.5%, the 
guaranteed rate. 





Has Rally for Minn. Agents 


Lutheran Brotherhood staged a 
training conference at Minneapolis 
for 64 agents from seven Minnesota 
general agencies. Harold C. Hoel, su- 
perintendent of agencies, was in 
charge, aided by D. E. Lommen, edu- 
cational director, and M. J. Emerson 
and Herbert Johnson, assistant super- 
intendents. 

This was the first of a series of 
regional meetings scheduled during 
April and May at Milwaukee, Harris- 
burg, Pa., Toledo, Grand Forks, N. D., 
Omaha, Berkeley, Cal., and Portland, 
Ore. 


Knights, Wis., Has Good 1954 

MILWAUKEE—Catholic Knights of 
Wisconsin wrote $8,442,950 of new life 
business during the past year, bringing 
the total in force to $52,367,084. Hos- 
pital premiums gained 70%. 














Conn. General Names 
Curle at Buffalo 


Connecticut General Life has ap- 
pointed Kenneth H. Curle, manager at 
Albany, to succeed Richard T. Odiorne 
as manager at Buffalo. Mr. Odiorne 
will devote his full time to estate anal- 
ysis work. 

Mr. Curle joined the company in 
1945 and later served as_ assistant 
manager at St. Louis and Minneapolis. 
Mr. Odiorne joined the company o 
1927 and was district manager at 
risburg, Pa., until he went to Buffalo 
as manager in 1939. 
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Producers Honored, 
Policy Announced 
by Manhattan Life 


Thomas E. Lovejoy Jr., president of 
Manhattan Life, presented production 
awards to leaders and Chairman J. P. 
Fordyce was host to “early bird” quali- 
fiers for the Manhattan club at the 
company’s agency conference in San 
Francisco. 

California Commissioner McConnell, 
Harry Levey, superintendent of west- 
er division agencies, Frederick W. 
Lohm, eastern superintendent of agen- 
cies, Elder A. Porter, vice-president 
and chief actuary, Dr. L. Gordon La- 
Pointe, medical director, general 
agents, agents and guests spoke at the 
four-day meeting. 

The company announced a new poli- 
cy that gives a guaranteed reduction in 
premiums of 10% each at the end of 
the 10th and 20th years, if elected by 
the policyholder. If the initial pre- 
mium is continued and reductions not 
elected, the policyholder obtains a 
paid-up whole life policy. It is a par- 
ticipating policy and includes waiver 
of premium to age 60. Minimum cov- 
erage is $10,000 and maximum is $100,- 
000. A revision of substandard extra 
premiums ratings also was announced. 





Stone & Cox Makes Changes 

G. Stanley Webb has been elected 
chairman of the board of Stone & Cox 
insurance publishing firm of Toronto. 
He has been with the company for 35 
years and has announced his intention 
to retire June 30 under the company’s 
pension plan. He will continue in a 
public relations and advisory capacity, 


however. 
Mr. Webb started with Stone & Cox 


CONTRACT 


FEATU RES . 
® Top Commission 
© Life-Time Renewals 
® Production Bonuses 
© Persistency Bonuses 
© Retirement Renewals 
© Group Life and Hospitalization 
Insurance 


PLUS... 

© Prize-Winning Sales Aids 

© Agents Training Schools 

© Production Club Conventions 
© Regional Sales Meetings 


Write for your copy of "Ca- 
reer Opportunities" to H. S. 
McConachie, Vice _ President 


AMERICAN MUTUAL LIFE 


INSURANCE COMPANY 
_DES MOINES 7, IOWA 


A General régency Company 








in 1920, became vice-president in 1923 
and vice-president and managing di- 
rector in 1944. He was elected presi- 
dent in 1950, succeeding Mrs. F. Cox, 
widow of the late Charles Cox, founder 
of the firm. 

John S. Wyndham is vice-president 
and managing director of Stone & Cox 
in Canada, and M. Douglas FitzMaur- 
ice, director of sales, has been elected 
a vice-president. 


5,050 in CLU Courses, 


Set Enrollment Record 

The 5,050 candidates studying in 
classes or organized programs for their 
CLU designation represent a 24% in- 
crease over last year and the greatest 
number in CLU history, according to 
Herbert C. Graebner, dean of the 
American College. 

Walter B. Wheeler, director of field 
services for the college, told the execu- 
tive committee of American Society of 
CLU’s in Philadelphia that study 
groups and formal programs, including 
correspondence, total 259 this year, 
compared to 227 last year. 

Registrations of new candidates for 
the June examinations are running 
29% ahead of the figure on the same 
date last year. Last June, 3,177 candi- 
dates took a total of 4,142 examina- 
tions. Among those who completed the 
fifth and final of their series of tests, 
397 were awarded the CLU designa- 
tion in September. 


OASI Is Taking Over Job 
of Old Age Assistance 


Care of the aged in this country is 
rapidly shifting from the old age ac- 
sistance program to the old age and 
survivorship insurance program of the 
social security act, according to Robert 
J. Myers, chief actuary of the social 
security administration, who spoke at 
the eastern spring meeting of Society 
of Actuaries in New York City. 

In 1954, 18% of the aged were re- 
ceiving old age assistance and 38% 
OASI benefits, whereas in 1950, 23% 
had been receiving old age assistance 
and only 17% OASI benefits, he said. 

In September, 1954, there were 6.7 
million beneficiaries on the rolls of 
OASI, at an annual rate of $3.9 billion 
in benefits, compared with 3 million 
beneficiaries and $700 million in bene- 
fits in 1950. 

Reviewing the changes in the social 
security act and the 1954 amend- 
ments and describing studies of cost 
estimates under the new program, he 
said under the previous program the 
level-premium cost estimate, based 
on the intermediate cost estimate, was 
about six-tenths of 1% of payroll 
higher than the level-premium equiva- 
lent of the scheduled taxes, but as of 
the beginning of this year the insuffi- 
ciency amounted to about four-tenths 
of 1%. The tax change more than off- 
set the broader coverage cost, he said. 


Winter Talks at Lima 


Harold P. Winter, CLU, assistant 
vice-president of Union Central Life of 
Cincinnati, addressed the March meet- 
ing of Lima (Ohio) Life Underwriters 
Assn. Mr. Winter said life insurance is 
sold by placing emphasis on price, 
quality or service and that a customer 
buys a product because he can thereby 
make money, because the product is 
useful, or due to pride. More life in- 
surance is purchased because of pride 
than for either of the other two rea- 
sons, he said. 


D. C. Clark to Republic National 

Donald C. Clark has joined Republic 
National Life as agency supervisor of 
the northern division, comprised of 
Oklahoma, Nebraska, Arkansas, Kan- 
sas, South Dakota and portions of West 
Texas. 

Mr. Clark formerly was assistant 
supervisor for New England Mutual 
Life at Dallas. 











First IBM Transistor 
Calculator Introduced 


International Business Machines 
Corp. has made available for commer- 
cial use the first electronic calculator 
operating completely on _ transistors 
instead of vacuum tubes. 

Known as the 608, it inaugurates 
the transition of IBM’s line of small 
and intermediate electronic calculators 
from vacuum tube to transistor opera- 
tion. The transistors, tiny germanium 
devices, and minute mangetic cores, 
which make up the machine’s internal 
storage, are used together for the first 
known time in the 608. 

The new calculator represents a one- 
half reduction in computer unit size 
and a 90% reduction in power require- 
ments over a vacuum tube model be- 
cause of the transistors. The transistors 
also reduce heat in the same propor- 
tion as power consumption and have 
long operating lives. The magnetic 
cores are stable and will last indef- 
initely. 

e 2 o 

The 608 will handle problems of 
greater size and complexity than will 
types 604 and 607. Payroll preparation, 


actuarial analysis and inventory ac- 
counting are among the machine’s ap- 
plications. It can perform 4,500 addi- 
tions a second and can multiply two 
nine-digit numbers and produce the 
18-digit product in 11 one-thousandths 
of a second. 

The calculating punch unit, used for 
input and output, will permit cards to 
be calculated and the results punched 
while they are passing through the 
machine at the rate of 155 a minute. 
This is a 50% greater card output than 
now available in the 607. 

Programming is handled by a flex- 
ibly wired control panel similar to 
those found in other IBM machines 
now in use. Up to 80 program steps 
form the basis of the machine’s “logi- 
cal” ability. 





Hold Joint Meet at L. A. 


The Life Agency Supervisors Assn. 
and Life Managers Assn. at a joint 
meeting at Los Angeles heard a panel 
discussion on “Productive Ideas”. With 
Robert C. Christie, Sun Life of Canada, 
presiding, talks were made by Frank B. 
Cross, Sun Life, James H. Stoessell, 
National Life of Vermont, and Warren 
LeFevre, Mutual of New York. 





at Do Brokers And 
Surplus Writers Want? 


We know — that is why we offer: 
Informal and flexible consideration of each 
case on its current merits. 
Prompt Home Office action. 
Complex tax, estate and business cases 


welcomed. 


Top commissions — fully vested. 
Term and Family Income Riders 
pay the same commissions as 
basic policies! 
Competitive policies — 
3 Year Renewable/Convertible — 
Term 
“Jumping” Juvenile Estate Builder 
“Special” Life Paid Up at 70 
Term-on-Term contracts — quadruple 


protection! 


Modified premium plans 
Term expiries to age 70! 


You can get those big “Postal Plus’ dollars, too. 
Call or write one of our General Agents today! 


VENUE NEW YORK 17, NEW YOR 
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Mid-Atlantic Actuarial 
Club to Meet April 15 


The program has been completed for 
the spring meeting of Middle Atlantic 
Actuarial Club on April 15 at the home 
office of Life of Virginia in Richmond. 

Charles A. Taylor, president of Life 
of Virginia, will extend the welcome 
and Walter Klem, president of Society 
of Actuaries and senior vice-president 
and actuary of Equitable Society, will 
speak. Waren B. Irons, director of Bu- 
reau of Operations of U. S. Civil Serv- 
ice Commission, will discuss federal 
employes group life insurance and the 
proposed group A&H. 

After a business meeting and lunch- 
eon, Philip Freedman, of UAW-CIO 
social security department, will give 
the union viewpoint of negotiated pen- 
sion and insurance plans. Ralph E. 
Edwards, vice-president and actuary 
of Baltimore Life, will discuss elemen- 
tary financial aspects of mutual life 
insurance and Edward J. Mullen, chief 
of technical division of Veterans Ad- 
ministration actuarial service, will 
speak on VA sampling techniques. 

The session will conclude with in- 


formal discussion of highlights of the 
recent Society of Actuaries meeting in 
New York City, individual A&H, dis- 
ability income, group underwriting of 
individual policies, advance premium 
accounting for premium tax purposes, 
and various phases of office routines. 


Philadelphia Life Has 
$250 Million In Force 


Philadelphia Life passed the quarter 
of a billion mark of life insurance in 
force at the end of the first quarter of 
1955. The company, which will begin 
its 50th year April 17, has experienced 
an unusually rapid growth since 1946 
when in force stood at $65 million. 

The company ended the quarter 
with a 50% increase in new, paid busi- 
ness over the first quarter of 1954. 








Plan Case Clinic at Chicago 

Chicago Home Office Life Under- 
writers Assn. will hear a case clinic 
at a meeting April 14. Panelists will 
be Frank Thomas of North American 
Life, Dr. R. B,. Schlesinger of Mutual 
Trust Life, and Jacques Chevalier of 
Continental Assurance. 
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Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested to 
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and salary requirements. 


ACCIDENT AND HEALTH AGCOUNTANT 


Exceptional opportunity for young man to assume responsibility for de- 
velopment in supervision of the accounting program of a well financed 
company with unusual growth potential. 


Should be College Graduate with accounting major and have experience 
in all phases of A & H Home Office accounting. 


Write full particulars giving age, marital status, education, experience 


BOX E-27, The National Underwriter Co., 


175 W. Jackson Blvd., 
Chicago 4, Ill. 








An ESTABLISHED 


General Insurance Agency (no life, no 
real estate, etc.) is ready to branch out. 
Needs help!! This help must be in the form 
of an aggressive, ambitious, young (under 
30) mon. Will form a realty company— 
have life connection. This is now a one man 
firm with four on office staff. New man to 
heod realty and life operation. Write Box 
$E-25, The National Underwriter Co.—stat- 
ing quolifications. This is a real opportunity 
for establishment and ownership. 








AGENCY DIRECTOR NEEDED! 
for a rapidly growing, progressive life in- 
surance company in Arizona. Must have ex- 
perience in developing a general agency 
type organization. Give details of experi- 
ence, personal production record, educa- 
tion, etc. For the right man, there will be 
salary, expenses, ana bonus. Replies are 
treated confidential. Address E-19, The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 





del 3 D Ada ae h bill 

Model 3725 ressograph bill printer 
with back printer, double front printer and 
selector. Used less than five years, excellent 
condition. Write to attention of: Mr. John- 
son, Farmers New World Life Insurance 
Company, 618 Second Avenue, Seattle 4, 
Washington. 


MILITARY 
LIFE AGENTS 
AND BROKERS 


We Can Still Handle All Your Mili- 
tary Life Business On All Air Force, 
Army, Navy And Marine Personnel 
Without A War Clause Or Restric- 
tions Of Any Kind And At Standard 
Rates. As Our Own Agents Know 
Of This Ad Write In Confidence 
To:— 
AGENCY DIRECTOR 

1625 Main Street, Houston, Texas 








OPPORTUNITY 


HOME OFFICE— 
ACCOUNTANT — BOOKKEEPER 
ty ny pen ery 
Tk i nd TL f 


ny, 
well financed, pros us. Write 
giving deol of eavatin ond eperonc scl 

o com con- 
fidentiol. Address # E-l0. The National Under. 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








LIFE BROKERAGE MANAGER 
Successful Life underwriter, age 35-45. LUTC or 
CLU graducte preferred. Must have personal 
production record of $400,000. Salary, $300. mo., 
~~ 72% override, plus personal commission. 

eplies strictly confidential. Raymond A. DuFour, 
CLU., General Agent, Pacific Mutual Life In- 
surance Sompey, 1511 K Street, N. W., Wash- 


ington, 














PENSION CONSULTANTS 


Are you interested in the services of a qualified 
Actuary, on an hourly fee basis, for your trusteed, 
combination, group, or complicated proposals 
or plan services? Will not undermine your chances 
for future insurance sales to same client. Cen- 
tral mid-western location. Write Box E-23, The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ili. 
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ACCIDENT AND HEALTH 





All H&A Conference 
Companies OK Ad Code 


All member companies of H&A Un- 
derwriters Conference now have 
agreed to use the code of advertising 
ethics adopted at the annual meeting 
of the conference last May. The com- 
panies are asked to review their ad- 
vertising using the code as a guide, 
and a conference staff offers advice 
to companies submitting sample ma- 
terial. 

About 15,000 copies of the code have 
already been distributed. American 
Medical Assn. has publicized it and 
the trade press and Scripps-Howard 
newspapers have commented favorab- 
ly on it. 

The advertising phase of conference 
activities is headed by Paul W. Watt, 
president of Washington National. 


A&H Problems on Agenda 
at Educational Seminar 


New coverage experiments and prob- 
lems confronting the A&H_ business 
will be among the topics discussed at 
the educational seminar of Bureau of 
A&H Underwriters May 24-25 at the 
Biltmore hotel, New York City. 

Also on the program will be discus- 
sions on insurance for persons in the 
older age brackets; greater extension 
of coverage to the rural population; 
risk selection problems; pre-existing 
conditions and modified forms of can- 
cellable and non-cancellable insur- 
ance. 

Such experiments as deductible hos- 
pital expense and major medical ex- 
pense insurance will be explained. 








McKee Discusses Selling 
at Los Angeles A&H Meet 


Walter McKee, Connecticut General 
Life general agent, discussed the use of 
motivation in selling at a meeting of 
Los Angeles A&H Producers Assn. 
“Motivation identifies the problem to 
the man,” he said, “and shows him that 
we have the solution to his problem.” 

Pointing out that the family is the 
greatest business in America, Mr. Mc- 
Kee described the service being per- 
formed by A&H coverage to maintain 
family income when the wage earner 


is disabled. He recommended the per. 
sonal approach, rather than one baseg 
*. statistics, when trying to make a 
sale. 


Indiana A & H Agents Plan 


First Convention May 7 


Indiana Assn. of A & H Underwrit- 
ers, founded only a year ago, will hold 
its first annual meeting at Indianapolis 
May 7. Following the morning business 
session a joint luncheon will be held 
with the Indianapolis A & H associa. 
tion. Speaker will be Sigurd Stottrup, 
H. & A., Fort Wayne. 





Governor Anderson Speaks 
at Neb. A & H Sales Meet 


Speakers at the spring sales con. 
ference of Nebraska A&H Under. 
writers Assn., held at Lincoln, were 
Governor Anderson; Director Pans. 
ing of Nebraska; Howard Dewey, 
director of the training school of 
Mutual Benefit H. & A.; R. L. Me. 
Million of Business Men’s Assurance, 
and Clifford E. McDonald of Dallas, 


N. Y. Life Pays $100,000 


on Double Indemnity 


New York Life paid the largest 
double indemnity payment—$100,000 
—in its history last year when an 
insured was accidently killed in an 
airplane. The company now has double 
indemnity aviation coverage for air- 
plane passengers in any kind of air- 
craft anywhere in the world. 

The company also paid death bene- 
fits of $105 million during the year, 
the largest amount in its history. In 
the first 10 months of the year, it 
paid more in death benefits than it 
had paid in the first 50 years of its 
history. 





Smith to Aetna Post 


James J. Smith has been appointed 
supervisor of Rockefeller Center agen- 
cy of Aetna Life in New York City. He 
entered life insurance in 1951 as agent 
of Aetna Life in Brooklyn. 








e Occidental Life of California will 
hold its annual group seminar June 12- 
16 at Ojai, Cal. 





and hospitalization policies. 


for men under him. 


6. Aggressive SELLING AIDS. 


time service fees. 


of our General Agent due to age. 


knows of this advertisement. 





GENERAL AGENCY OPPORTUNITY FOR CHICAGO 


THE MAN we are seeking HAS proven his ability as a life underwriter and now 

desires to BUILD HIS OWN AGENCY. He is between 28 and 40 years old. 
He will have the tools with which to build a successful and profitable agency: 
1. A full line of low net cost life insurance and annuities and accident, sickness 


2. A CAREER COMPENSATION PLAN for the induction of new men. 
3. A PRODUCTION INCENTIVE AGREEMENT which provides added income 


4. A substantial TRAINING ALLOWANCE on new men. 
5. SUCCESS-PROVEN TRAINING COURSES. 


7. EXTRA BENEFITS including retirement plan, group life insurance, and life- 


THIS OPPORTUNITY is with a progressive Middle-West Company which has a 
record of 50 years of sound growth. This opening is made possible by retirement 


WRITE A LETTER giving a complete record of your training and production record, 
length of residence in Chicago, together with any other qualifications you believe 
would fit you for this exceptional opportunity. This information will be treated in 
strictest confidence and no inquiry will be made without your permission. Qualified 
candidates will be interviewed in Chicago by appointment. Our own organization 


Box #E-17, 

The National Underwriter Co. 
175 W. Jackson Blvd., 
Chicago 4, Illinois 
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Wisconsin Agents to Fete 
Huebner at Annual Parley 


Wisconsin Assn. of Life Underwrit- 
ers, at its annual sales congress in Mil- 
waukee May 27, will honor Dr. S. S. 
Huebner for his 50 years in the busi- 
ness and his work for the American 
College. 

Congress speakers are Dale Potts, 
Wisconsin Casualty Assn.; W. H. Froe- 
lich, Occidental Life; Lester O. Schriv- 
er, managing director of NALU, and 
c. S. Ohsner, independent agent at Co- 
lumbus, O. 

The preceding day the agents will 
hold their annual business meeting, 
and Wisconsin Life Managers & Gen- 
eral Agents Assn. will hold its annual 
dinner meeting that evening. 


Walker to Address Sales 


Congress at Portland 


Robert L. Walker, president of Na- 
tional Assn. of Life Underwriters, will 
speak at the annual Oregon-Columbia 
sales congress to be held by Life Un- 
derwriters Assn. of Portland April 13. 

Gov. Patterson, Mayor Peterson and 
Commissioner Taylor will be other 
speakers on the program which is ex- 
pected to draw an attendance of 400. 


Program Ready for Kansas 
Agents Meet April 29-30 


The program has been arranged for 
the annual meeting of Kansas Assn. of 
Life Underwriters, to be held April 29- 
30 at Topeka. Following the business 
meeting Friday, a luncheon gathering 
of Kansas Leaders Round Table will be 
addressed by Noel L. Welsh, metropol- 
itan manager at Tulsa, Okla. 

Sales congress speakers the follow- 
ing day are Homer C. Chaney, vice- 
president and director of agencies New 
England Mutual Life; C. L. O’Quinn, 
Aetna Life, Laurel, Miss.; B. G. Rid- 
ley, Southwestern Life, Wichita Falls, 
Tex., and Mr. Welsh. 


East Texas Holds Sales Congress 

The annual eastern Texas regional 
sales congress, sponsored by the Oil 
Belt, Piney Woods and Tyler Life 
Underwriters Assns., featured a strong 
card. Talks were made by Ned Price, 
Smith county judge; Allen Pye, Tyler 
attorney; Sig Badt, Southwestern Life, 
Dallas; V. W. Kelley, Amicable Life, 
Angelo, president of the Texas asso- 
ciation; Frank Bell, American General 
Life, Abilene, Tex., and R. L. Mc- 
Millon, Business Men’s Assurance, also 
of Abilene. 


800 at N. Y. Sales Congress 

There were 800 at the recent New 
York City sales congress, not 300, as 
reported in THE NATIONAL ‘UNDER- 
WRITER, 


D. C.-Baltimore Congress Apr. 28 

The program has been lined up for 
the annual Baltimore-Washington sales 
congress, sponsored by Baltimore Life 
Underwriters Assn. and to be held at 
Baltimore April 28. 

Speakers are Robert W. Olser, vice- 
president of Rough Notes Co.; Charles 
WwW. McCaffrey, director of advanced 
training for Northwestern Mutual Life; 
Kenneth L. Anderson, Insurance R. & 
R.; Dwight G. Johnson, Continental 
Assurance, Philadelphia, and Bert 
Palos, Prudential, South River, N. J. 


Fort Wayne, Ind.—Speaker was E. J. Adams, 
Equitable Society, Akron. 


Manitowoc, Wis.—The speaker was William 
oe, Equitable Society manager at Madi- 


Muncie, Ind.—Practices in the field of group 
creditor insurance could well bring on federal 
control of the business according to Francis 
Davis, Indianapolis Life,’ Marion, president of 
the Indiana association. He noted the senate 


judiciary committee which held hearings on 
credit coverages warned that unless malprac- 
tices in the field are eliminated quickly it may 
be advisable for Congress to seek repeal of 
public law 15, the basis of state regulation of 
insurance. 


Lincoln, Neb.—The need for new sales tech- 
niques was emphasized by Howard A. Austin 
Jr., executive director of agencies for the 
north central home office of Prudential at 
Minneapolis. 


NALU Undeterred Over U. S. 


Yen for Headquarters Site 
(CONTINUED FROM PAGE 1) 
at a hearing March 23, calling for about 
$400,000 to buy all the privately-owned 
land, including the NALU building 
site, in the area designated as the 
northwest rectangle approved some 20 
years ago for government purchase. 
According to public buildings service 
sources, the budget bureau is support- 
ing the necessary legislation. However, 
the budget bureau’s public information 
chief said the bureau has not acted 
on the matter but it will receive con- 
sideration along with many other re- 
quests for supplemental appropriation 
estimates. 





e e e 

There is no indication of why the 
government has picked this particular 
time to try to buy the tract that in- 
cluded the NALU building site. While 
the timing suggests an attempt to fore- 
stall construction of NALU’s head- 
quarters building, existence of which 
would raise the purchase price, there 
is considerably more land involved in 
the pending move than the plot on 
which NALU plans to build. 

John D. Marsh, general agent of 
Lincoln National Life here and a mem- 
ber of the NALU building committee, 
told THE NATIONAL UNDERWRITER he 
considers the entire matter a tempest in 
a teapot. He said that in view of plans 
for an atomic-bomb evacuation test 
here in June he doubts that Congress 
would approve the purchase of the 
land even if the budget bureau re- 
quests the appropriation. 





Bankers, lowa, Names 


Parten Atlanta Manager 

James B. Parten has joined Bankers 
Life of Iowa as manager at Atlanta. 
He succeeds Frank W. Allcorn who 
has resigned to return to personal pro- 
duction in the agency. 

Mr. Parten started in insurance in 
1950 as an agent at Atlanta for Lincoln 
National Life, going with Occidental 
Life of California there as brokerage 
manager three years later. 


Variable Annuity Seen 


Recapturing Trusteed Plans 
(CONTINUED FROM PAGE 1) 
employes, even on small cases not large 
enough to safely assume their own 

mortality risks. 

Thus, it is believed that the advan- 
tages of life company management, the 
higher earnings on equities and their 
sensitiveness to the dollar’s purchasing 
power, plus the annuity principle, 
would give the life company plan 
sufficient attractiveness so that in- 
sured annuities would have the edge 
over the trusteed variety. The big 
trouble currently is that while most 
employers would prefer life compa- 
ny guarantees, the better earnings 
on trusteed funds, actual or hoped- 
for, plus the more optimistic mortal- 
ity assumptions paraded by the pen- 
sion consultants, tend to tip the bal- 
ance in favor of the trusteed plan. 

Even though the traditional life com- 
pany conservatism will keep estimates 
on the probable earnings of variable 
annuity funds from being overly op- 
timistic, the gap between life company 





performance with the aid of the var- 
iable annuity and what the trusteed 
plans advocates promise should be suf- 
ficiently narrowed so that it will be 
possible to win back many of the for- 
merly insured plans that have gone 
self-insured. Many employers would 
prefer the insured plan but just can’t 
see the difference in costs, as they cur- 
rently compare. 


Life Ownership Data 
Compiled for Institute 


Families in the 10 northeast states, 
comprising about one-fourth of the na- 
tion, show the highest rate of life in- 
surance ownership in the country, 
with 86% owning some protection, ac- 
cording to Institute of Life Insurance. 
The ownership in these states compares 
with 80% for the country as a whole 
and 74% in the 11 western states. 

The average premium payment per 
insured family is also largest in the 
northeast states. That region’s $185 
compares with $175 for the U. S. asa 
whole and $160 in the western states. 
On the other hand, the families of the 
15 southern states, although averaging 
only $165 in premiums, showed the 
highest portion of total income used 
for life insurance, at 3.6%. This com- 
pares with a countrywide average of 
3.4%. 


This spread of ownership is shown 
in the most recent annual survey of 
consumer finances covering 1953 ex- 
perience, made by the survey research 
center at the University of Michigan 
for the federal reserve board. The life 
insurance data from this survey, espe- 
cially tabulated for the institute, have 
just been published. 

The analysis shows the relationships 
to varying family circumstances, with 
age, family dependency and income 
being the dominant factors in spread. 

Widest ownership was reported in 
the age groups where family heads 
were between 25 and 44, where 87% 
of the families owned policies; the 45 
to 54-year-old family heads were a 
close second, with an 86% ownership. 
The average was brought down by the 
53% ownership among those 65 and 
over, who accounted for about a 
seventh of all families. 

Families with one or two children 
reported 89% ownership; those with 
three children, 87%; where there were 
four or more children, 81%; and cou- 
ples with no children, 73%. 


e @ o 

Wider ownership was found where 
there were two or more income re- 
ceivers in the family, than where 
there was a single worker. 

Families in the larger cities owned 
policies in 85 to 87% of all cases; 
where the income was $5,000 or more 
in these cities, the ownership was 95 
to 97%. Smaller cities showed an 80% 
ownership; small towns, 77%; and 
rural, 62%. 

Analyzed by occupation, it was 
found that families whose heads en- 
gaged in managerial work headed the 
list, owning life insurance in 95% of 
all cases; clerical and sales workers 
were next with 90%; skilled and semi- 
skilled workers, 89%; self-employed, 
88%; professional, 87%; unskilled 
workers, 71%; farm operators, 60%; 
retired persons, 55%. 


American Mutual Names 2 


American Mutual Life of Iowa has 
appointed Harry Wheeler and Jay 
Stirlen general agents at Raytown, Mo. 
Both men formerly were with Monu- 
mental Life. Mr. Wheeler for eight 
years and Mr. Stirlen for two years. 
Each has been at Raytown. 





Companies Tell What 
They Do About Home 


Office Supervisors 


LIAMA recertly released the results 
of a study it made on what companies 
do about home office agency supervi- 
sory personnel. It covered LIAMA 
member companies with less than 
$400 million of ordinary in force and 
which reported having home office 
supervisors who were not company 
officers. ‘ 

More than half the companies have 
only one or two supervisors, with the 
largest number (six) being employed 
by three companies. Age distribution 
is: 55% ages 30-44; 21% 35-39. Seven 
out of 10 are between 30 and 50 years 
old, none being under age 25. 

Fifty-two percent of the 134 supervi- 
sors were recruited from their compa- 
nies’ own ranks. Most usual title is 
superintendent of agencies. 

Thirty-four companies said their 
home office supervisors are career men 
and 10 regard them as being on a tour 
of duty in preparation for advance- 
ment in the field. 

As for duties, 76% of the men are 
responsible for the over-all supervision 
of some of the agencies and in many 
cases the recruiting of new managers 
or general agents; 17% are responsible 
for some special supervisory function 
with no over-all agency supervision; 
and 7% specialize entirely in recruit- 
ing new managers or general agents 
with no general or special supervisory 
duties. 

In 27 companies the home office 
supervisors’ headquarters are in the 
home office, while in 5 companies the 
supervisors operate out of field offices 
entirely. Eighteen companies have 
some of their home office supervisors 
domiciled in the home office and some 
in the field. 

Of the 50 companies, 39 pay their 
home office supervisors on a straight 
salary basis, the report says, while 
11 have incentive compensation plans 
based on one or more measures of 
performance. 

In nearly all the companies (48) 
the home office supervisor’s visit is by 
appointment with the general agent. In 
38 companies home office supervisors 
do joint field work with the manager 
or assistant in some phase of agency 
development; 32 indicate their super- 
visors hold staff meetings attended 
by all available members of the agency 
and in 28 companies the supervisors 
make contact with individual members: 
of the agency other than the manager: 

Thirty-four companies require the 
home office supervisor to prepare a 
written report of visit following his 
return to the home office. Twenty- 
three companies reported having reg- 
ular departmental meetings for their 
home office supervisors and the same 
number said they hold meetings to 
promote the informal exchange of 





ideas among their home office 
supervisors. : 
Kill Kan. Agent's Exam Bills 


TOPEKA—tThe Kansas house killed 
the agents’ qualification bill by a vote 
of 56 to 49. Earlier the senate had ap- 
proved the bill, one supported by Kan- 
sas Assn. of Life Underwriters. 





Holds St. Louis Group Clinics 

Business insurance clinics were held 
at St. Louis for Massachusetts Life 
agents there, at Davenport, Ia., and at 
Mattoon, Peoria and Rockford, Ill. E. J. 
Stephens and W. J. Clark, manager and 
assistant manager of pension trusts 
at the home office, respectively, were 
in charge. 
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= = There will be a continued demand 
Widely Available for new housing to meet the formation 
= = of new families, obsolescence of oid be 
Variable Annuity housing and the shifts in population Late News Bulletins “See 
= concentrations. Also, the increased 
Inevitable: Mar sh rate of refinancing due to the high = 
It is “inevitable” that the variable frequency of family moving will be a " 
annuity generally will be available, on oboe in the continued demand for Expect NAIC Brief on FTC Role Shorily 
both an individual and group basis, mortgage money. NEW YORK—The National Assn. of Insurance Commissioners committee 
within two years, John D. Marsh, Life companies have had an excel- on federal trade commission jurisdiction, meeting here this week, expects 
Lincoln National Life general agent at lent experience under their mortgage to have its brief ready for public release in two to three weeks, according 
Washington, predicted in an interview portfolio. to the committee’s chairman, Commissioner Knowlton of New Hampshire 
at Chicago. a NAIC president. He said the committee hopes to complete a draft at its meeting 
Mr. Marsh, who was in the city to 1954 New York Aé&H for distribution to members for suggestions and then a final version will be 
outline the estate planning system used : issued. The brief is for the guidance of state insurance commissioners in 
by his firm before a meeting of Chica- Premiums Shown retaining jurisdiction over the insurance business. 
go CLU chapter, averred the variable La a ong 
i i nerall 7 
aan eye i tretimaes, written in New York by all classes of NV. Y. Legislature Makes a Few Changes 
enter the field. He said he is identified insurers doing business in that state, NEW YORK—The New York legislature before adjourning passed a bij] 
with some of the backers of bills in aS well as the business of Blue Cross- permitting the city of New York to raise its premium tax on business done 
several states to allow life companies Blue Shield organizations. Premiums in the city from one-twentieth of 1% to one-quarter of 1%. In the course of 
to issue a variable annuity, adding he are direct premiums for all classes of making section 212, which deals with limitations on new business, conform 
is convinced this is something the insurers. Losses for fire and casualty with last year’s changes in section 213, covering expense limitations, the 
agent must be able to offer clients if yi a incurred ya sn pi aye soonest —. a —_ an com- 
ir fi i e life company losses are airec s ion in force. Juvenile insurance limitations 9 
ae ge econ etn ° paid. Hospitalization business is shown ordinary were slightly increased. The limit has been changed so that a chil 
Mr. Marsh said he knows of in- ©” a net premiums and losses paid aged less than six months can be insured for $1,000 and from age 6 to age 144 
stances where life companies have basis. for $2,000. Actually the bill doesn’t permit anything that couldn’t be done u- 
Leen told by those controlling large — ee der the present law, provided the breadwinner had adequate insurance but 
pension cases they must make the Ace. & Cas. ces-0-——~ 149.951 57,938 the new limit will help in cases where the parent in uninsurable. 
variable annuity available or lose the Aetna Cas. .. 12, > : . " 
business. Many banks now provide a a... 36 —— Provident L. & A. Names Hirsch Chicago G. A. 
comparable service and will corner Amer. Auto — iizs'08 ©«=—suas'is? _ Provident Life & Accident has appointed R. M. Hirsch general agent at 
the market if the life companies do not Amer. Empl. 147,658 62,768 Chicago. Mr. Hirsch, who has been a life broker in Chicago, has opened new 
act soon. The problem, he remarked, AMCE; Guar. pew gr877 sra7g. Offices at 231 South La Salle street. He has qualified for Million Dollar 
is similar to that in 1941 when pen- Amer. Mfrs, Mutual .. os ‘ od Round Table for a number of years and is a life member. 
ion and other large investment fund 4™ér ge ee yt eons * 
business went to banks because life yong een ee m4 Pm iJ R. W. Ellsworth to Union C. & L. Post 
companies saat veers to step in. American, Reins. = and — Union Casualty & Life has appointed Richard W. Ellsworth assistant di- 
Life companies shouldn’t be denied Assoc. Indem. - sah 8 sega i vg serve chiefly as liaison officer between the home office 
aici eee ee 649,199 Mr. Ellsworth, 39, has been supervisor of field service of American Bankers 
i 20,521 Life of Florida. He previously served in a similar capacity for S ity M 
pect involves a new theory, he com- 235 [ideai-iehamenien’ an y pacity for Security Mutual 
mented. , ; : Century Indem. 545,669 aiintoniealels 
Discussing the opposition of some Citizens Cas. . , 
agent associations to the variable an- G0lumbia Cas. -. o enter Premiums Losses Grp. Health Dental... , 199 
nuity, Mr. Marsh suggested perhaps Consolidated Mute www 19 00013  6,724°821 Sec. Mut. Liab. ..... i a Be - an 14'926'909 12 gan 
they are likening it to the mutual Cosmopolitan Mut. Cas. ... 162,634 61,744 Stand. Acc. .... sreseeeeeeeeeeee ON Ond 92'351 Chautauqua Med. 179,810 117,108 
fund and overlooking the fact that it Eagle Fire, N. ¥. ...... - 180 1,402 Sun Indem. .. 164,071 ee te eens 1,510,920 1a 
fa Eastern Cas. .....:0 1,680,969 849,580 ‘Transportation 57631 79.995 ortheast N. Y. Med. 2,167,535 1,677,228 
embraces a guarantee just as a regular Employers Liab. ......... 81,200 153,818 Travelers vem... "20,640,713 14,168,207 United Medical ~-» 35,386,256 24,200,508 
annuity does. Certainly it is apparent Len a aes Wis. a wid United Nat., Ind. 9,081 "175 Western N. Y. Med. ............ 4,861,274 3,479,519 
there is a large market with prob- Exch. Mut. cere 62,272 25,928 Yl SF Epa 332°367 90/024 . 2 . 
lems that can be best solved by a ncn agit Ts ucecnenneins oy BONRTO: UT BMS oc icisscscers cca, pert 5,873 Capital Hike Bill 
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This is a Life Insurance man 


He is always ready to lend a helping hand. 

If the volunteer fire company needs an 
extra man, they can count on him. If there is 
canvassing to be dor2 for some community 
cause, he offers his services. 

He believes in his community and its 
future. He is a good neighbor; and the spirit 
of service that he shows springs naturally 
from his work. 


There—with friendliness and foresight — sees his hard work justified. Somewhere a 
he serves his community as few other busi- family lives without fear of the future be- 
nessmen can. cause of the life insurance he once sold a 

He asks people to buy peace of mind—for father who now is gone. 
themselves and their families. In today’s Then a warm glow fills his heart. 
world, that is no small product to sell! In private life—as in his chosen career— 

Yet men do not always buy this product he is glad, indeed, to be able to help his 
easily. He must have patience, understand- neighbors do what must be done for every- 
ing and wisdom. But — sooner or later — he one in the community. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE U. S. 


Home Office: 393 Seventh Avenue, New York 1, N.Y. 











president of Virginia Vanguard 
{leading producers), highest paid 
production, $1,098,949; Million Dol- 
lar Round Table, 7th year; National 
Quality Award, 11th year. 


J. Jerome Miller, Chicago, whose 
4 year-old agency was first in paid 
premiums on new Ordinary insur- 
ance (excluding single premiums), 
$97,082. 


John N. Anderson, Baltimore, 
heads agency winning the Progress 
Trophy, top Vanguard Award for 
greatest increase of insurance in 
force (increase $3,215,504). 


Wallace D. Ketcham, Baltimore, 
leading agent, producing $1,054,832 
in new life sales; first vice-president 
of Virginia Vanguard. 


T. Braxton Horsley, Richmond, 
winner of the Agency Management 
Trophy with a total of 254 out of a 
possible 319 credit points in agency 
management competition. 


Edward C. Wilson, Baltimore, 
leader in number of sales with a total 
of 179; second vice-president of the 
Virginia Vanguard (total paid sales 
$639,587). 








These are the 1954 leaders in the Ordinary Agency Division of The Life of 
Virginia. We salute them and many others as men who reflect credit upon 


their company and the profession of life underwriting. 


OF VIRGINIA 


RICHMOND ° ESTABLISHED 1871 








